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This handy little device is called the “Dual 
Clip.”” Without the pin it is used for clamping 
EVERSTICK around binding posts, spark plugs, ete. With : 
the pin it is used for making connections with 
ANCHORS insulated wires Can’t you remember many 
times when this little clip would have come 
lead th in handy? 
ae i Write now for our Booklet. 
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anchor sales. Western Electric Co., Distributors 
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Instruments of worth 
are not just put togeth- 
er—they are built up of 
units of the highest 
possible efficiency. 


When assembled, test- 
ed and adjusted by 
competent mechanics 
the result is a product 
that will give 100 per 
cent service. Magneto Desk Telephone 





Magneto Wall Telephone 


Leich has been building telephones for seventeen years. The results of the years of 
service of Leich phones prove that each instrument has received scrupulous care in 
building. 

Leich also builds specially designed phones suitable for conditions as found in Mag- 
neto exchanges in addition to standard wall, residence and desk type. 


Leich for good Telephones, Ringing Ma- 
chines, Switchboards and Telephone Supplies. 


LEICH ELECTRIC CO. 


Telephones, Switchboards, Accessories 


GENOA, ILLINOIS 


DISTRIBUTORS 





ELECTRIC APPLIANCE COMPANY TELEPHONE & ELECTRIC SUPPLY CO. 
Chicago, Dallas, San Francisco, New Orleans POST GLOVER ELECTRIC CO. Spokane, Wash. 
ST. PAUL ELECTRIC CO. Cincinnati, Ohio B-R ELECTRIC COMPANY 
St. Paul, Minn. Kansas City, Mo. 

















VAC-M ARRESTERS “INDIANA” 
TELEPHONE AND 


TELEGRAPH WIRE 


DEPENDABLE 











Time and the aid of America’s foremost 
engineers, have enabled us to develop and 
manufacture the highest grade wire known to 
the trade. It is greatest in conductivity and 
lasting qualities, due to the superior quality of 
material from which it is made, as well as its 
Extra Double Galvanizing, which insures longest life. 


DURABLE 





This type No. 5 2-line design of VAC-M Ar- 
rester is made specially to fit in out-of-the-way 





corners and in limited spaces. 


STEEL STRAND 


Single and Double Galvanized, Standard, 
Siemens-Martin, High Strength and Extra 
High Strength Grades. 

HANDLED BY MOST JOBBERS 


To Telephone Men: This arrester furnishes 
absolute protection from lightning charges, 
crosses and grounds. 


rl 
PROVEN BEST BY TEST 
: 


Investigate and You Will Not Regret. 
MANUFACTURED BY 


NATIONAL ELECTRIC SPECIALTY CO. Meliieen STEEL & WIRE CO. 
Toledo, Ohio MUNCIE, INDIANA 
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+ ay CHICAGO, SATURDAY. JANUARY 5, 1924 33 a Year U.S, Cubuand Mexies 

Starting the new panies is practically 
year, the business NEW YEAR — TELEPHONE GROWTH 8 per cent, so the 
world peers ahead total number of tele- 
—as one seeks to pierce the shadows of messages in the United States in 1922 phones is well over the 15 million mark. 
the dawn—trying to discover what 1924 reached the staggering total of 24,738,758,- According to the census bureau there 
promises to unfold. 739, which was an increase of 13.2 per cent were at the close of 1922 57,248 telephone 

Secretary of the Treasury Mellon is over 1917, when the last previous census ‘systems, or lines, in the United States, 
regarded one of the shrewdest, yet most tabulation was made. which included Bell, Independent and the 
conservative, observers of events, and not . * = * smallest farm lines, and which was an in- 
even the most dyed-in-the-wool crape- Including the assessments of mutual crease of 7.5 since 


hanger would accuse him of being a dis- 
His 


He says: 


penser of hot air. forecast is short 


and to the point. “The country 
is facing a year the outlook for which is 
better than for any year for a long time.” 
“Uncle Andy,” 
of enthusiasm, 


described the year 1924. 


Here’s hoping with his 


characteristic thrift 


truthfully 


has 


Forbes, the financial writer, comment- 


ing on recent dividend developments, says: 


“Public utility corporations are also com- 


ing into their own, and good dividend news 
should come from this quarter during the 


next twelve months.” 


x * * 


For telephone companies the new year 


should be a healthy, busy, prosperous pe- 


riod. It is hard to realize how 


fast the 


telephone industry is growing, and even 


those who are in closest touch with 


its 
tremendous expansion are surprised when 
they look at the cold figures which meas- 
ure its growth. 

The preliminary summary of the report 
on telephones by the United States Census 
Bureau, covering the year 1922, has just 
been made public, and although only the 
high spots are touched in the brief sur- 
vey the information disclosed is impressive. 

According to this 


summary telephone 


companies, the operations of the telephone 


companies in this country showed a reve- 


nue of $684,904,736 for the year 1922, 
which was an increase of 75.8 per cent 
over 1917. The value of plants and equip- 
ment in 1922 was placed at $2,205,121,610, 
which represented an increase of 47.8 per 
cent for the five years since 1917. 
According to the census figures eth- 
ployes of telephone companies in 1922 


2,137, 
1917, 


ries paid in 1922 aggregated $553, 


numbered 31 an increase of 18.8 per 


cent over while the wages and sala- 


263.801, 
101 


which was an increase of more than 


per cent over the 1917 figures. 


This shows how high labor vosts have 


risen since the first war year. 


x * * * 


The statistics claim there 


apical telephones 


census were 


in the United States 
1 1922, which was an increase of 22.4 per 
cent for the five years elapsing since 1917. 
This 
4.48 per cent: 


indicates an average annual growth 


and even based on this 
there 


assumption, are now close to 15,000,- 


14,- 


percentage 


000 telephones in service—to be exact, 
989,433, 


of increase. 


figured on the same 


At the present time the 


the 


percentage of 


annual increase among Class A com- 


per cent 1917. The 


mileage of wire for 1922 is given at 37,- 
265,528, an 
1917. 

The number of 
19,254 in 1922 


due, 


increase of 29.3 per cent over 


exchanges is 


9.1 


stated as 


a decrease of per cent, 


undoubtedly, to the elimination of du- 


plication and the exchange and consolida 


Jell 


five- 


tion of various properties by either 
or Independent interests during the 


1917. 
the 


vear period since 
Needless to 


figures 


say, government census 


are always a year or more behind, 


but, having the color of authority, they 


are nevertheless impressive, and demon- 


strate the the 


magnitude of telephone 
industry. 
* * 


The 


vear 


traditional fear that a_ presidential 


means a slowing up of business does 


not have its usual force this 


year. If 


Congress shows a disposition to give the 


country relief in the shape of lower taxes 


there will be a new impetus to business 


affairs. Labor is earning more than ever 


before, the farmer’s situation is improving 


and 


capital is much more confident than 
in other campaign years. 
x * kx. * 
Telephone companies are planning for 
an active period of construction. For in- 
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stance, the Illinois Bell alone is preparing 
to spend nearly 20 millions for extensions 
In 1923 it 
Similar expansion 


and improvements in 1924. 
spent only 18 millions. 
is true of many other companies in both 
the Independent and Bell groups. 

K * * * 


Unless Congress develops a_business- 
scaring tantrum—and there is yet no sign 
of that—there will be more building in 
all lines this year than last. Operating 
companies must grow to take care of the 
constantly increasing demands for more 
telephone service, and they should find it 
easier to do the necessary financing. 

If the law-makers at Washington reduce 
federal taxes, and stop the flood of tax- 
exempt bonds so capital will flow into 
business channels, an era of prosperity will 
follow for the whole country. For that 
reason the public—particularly the busi- 
ness element—should continue its efforts 
to induce Congress to do its plain duty 
along this definite line. 

* * * x 

The average man may not take much 
stock in the custom of making New 
Year resolutions, but after all it has 


some good points. It indicates, for in- 
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ANNUAL CONVENTIONS OF 
STATE ASSOCIATIONS. 


Pennsylvania, Harrisburg, Hotel Penn 
Harris, January 10, 11 and 12, 1924. 

South Dakota, Mitchell, January 16, 
17 and 18, 1924. 

Minnesota, Minneapolis, January 22, 
23 and 24, 1924. 

Nebraska, Omaha, Castle Hotel, Feb- 
ruary 12, 13 and 14, 1924. 

Ohio, Columbus, New Southern Hotel, 
February 19, 20 and 21, 1924. 

North Dakota, Valley City, February 
19, 20 and 21, 1924. 

Georgia, Atlanta, Hotel Ansley, Feb- 
ruary 25 and 26. 

Kansas, first week in March. 


Oklahoma, Oklahoma City, 
11, 12 and 13. 

Texas, Fort Worth, Texas 
March 18, 19, 20 and 21. 

Iowa, Des Moines, Hotel Ft. 
Moines, April 15, 16 and 17. 

New York, Rochester, Powers Hotel, 
May 7, 8 and 9. 

Indiana, Indianapolis, Claypool Hotel, 
September 17 and 18, 1924. 


March 
Hotel, 


Des 








stance, a desire to “turn over a new 
leaf” and improve our record, even if 


that desire doesn’t survive long. 





Vol. 86. No. 1. 

Two suggestions occur to us as offer- 
ing helpful hints to improve relation- 
ships in the coming year: 

For employes: Resolved, that I will 
work faithfully in the interests of my 
company, and that I will not forget that 
the man who foots the payroll also has 
his own troubles. I will remember that 
codperation cannot be one-sided, and 
that I cannot succeed if my company 
In short, I will do 
my part to have effective teamwork. 

For employers: Resolved, that I will 
give my employes a square deal, and 
do my level best to convince them that 


does not succeed. 


their efficiency and fidelity are sincerely 
appreciated. I will remember that we 
are all comrades in the army of service, 
and are mutually necessary, each to the 
other. 

* * * * 

The kernel of these suggestions is 
found in the old proverb, “Put yourself 
in his place.” If everybody conscien- 
tiously lived up to that principle the 
year 1924 would see a vast change for 
the better. 


A Prosperous and Happy New Year 


Meanwhile— 


to all “Telephony’s” readers! 


A Course in Telephone Accounting 


Here Is One of a Series of Articles on Telephone Accounting Written 
Particularly for the Benefit of the Smaller Companies—Specific Account- 
ing Problems and Complete Set of Records Included in the Course 


By Fred C. Mendeck, 


Commercial Superintendent, Whittier Home Telephone <> Telegraph Co., Whittier, Calif. 


A good accounting system is the first 
necessity in the telephone business. Good 
accounting systems have been designed by 
public accountants, based on the uniform 
classification of accounts by the Inter- 
state Commerce Commission. Few public 
accountants, however, are familiar with 
the telephone business, and _ naturally 
there would be some defects in most of 
the systems. 

An accounting system for telephone 
companies must go much farther than one 
for any other line of business. This, per- 
haps, would not be so were it not for 
the regulatory control of public service 
commissions. 

Under present-day conditions, an ac- 
countant for a telephone company must be 
able to see his records from the view- 
points of the commission, the directors of 
his company, the public and the account- 
ing authorities. He must build up a sys- 


tem that can withstand the searchlights 
from all of these viewpoints. 


This is not 


an easy task. It requires much study and 
hard work. 

The purpose, then, of an accounting 
system is to furnish quickly and correct- 
ly statements and statistics in response to 
the inquiries of those concerned, into the 
affairs of the company. These inquiries 
come, either from the management con- 
cerning investment, liabilities and income, 
or from the commission concerning 
costs, rates or other information. 

There is no use in a telephone com- 
pany, because it is small, hiding behind 
the excuse that it is not financially able 
to employ an accountant to keep its 
records. Public service commissions and 
the income tax bureau require correctly 
written annual reports, and reports can- 
not be reliable if the accounts are not 
reliable. The very fact that a telephone 
company is not making enough money to 
keep its accounts right is evidence 
enough that it should begin at once to 
get those accounts right at any cost. 





Any state commission will come to the 
rescue of a telephone company that is not 
earning enough to operate efficiently when 
the latter produces correct statistics and 
shows proof to the commission that its 
rates are inadequate. The accounting 
system has all to do with the success of a 
telephone company. It is the true index 
to the company’s trend. 

A small company can keep its accounts 
as accurately as a large company can; the 
smaller the company, the fewer the ac- 
counts and records to be kept. Too many 
managers neglect the accounting depart- 
ment and concentrate their energies and 
efforts on the plant and traffic depart- 
ments. And then they wonder why their 
system is generally unbalanced and why 
they are not earning more. 

If any one department should have 
more consideration than the others it is 
the accounting department. If a com- 
pany is losing money, the manager can 
turn to the accounting department to get 
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ACCOUNTING AND ITS PROBLEMS 


For some time TELEPHONY’s editor has 
had it in mind to present a_ series of 
articles dealing with accounting and has 
finally arranged for a series that will pre- 
sent a system of accounting particularly 
suitable for the smaller companies. 

Although the Class D companies have 
been relieved of making reports to the In- 
terstate Commerce Commission, the need 
for keeping adequate accounts in order to 
know what are the financial results of 
a company’s operations has not abated and 
unquestionably will always be present. 

The author of these articles is excep- 
tionally well qualified to present them, for 
in addition to years of actual practice in 
accounting he has had a number of years 
of teaching experience. He is Fred C 
Mendeck, formerly chief accountant, and 


new commercial superintendent, of the 
Whittier Home Telephone & Telegraph 
Co., of Whittier, Calif. 

Mr. Mendeck began‘ the study of ac- 
counting 24 years azo and began tele- 
phone accounting in 1904 with the Has- 
kell-Profit Telephone Co., of Haskell, 


Texas. He was chief accountant with this 


company until 1909. In 1910, having com- 
pleted the senior year of the Stamford 
Junior College, Mr. Mendeck began teach- 
ing science and mathematics in the public 
This he until 
when he organized a commercial college 


schools. continued 
at Grand Salines, Texas, in which courses 
in advanced accounting were given. 

Ill health necessitated cessation of men- 





tal activity for four years until the latter 


part of 1918 when Mr. Mendeck returned 
to telephone work. 


In October, 1919, he 
became chief accountant of the Whittier 
Home Telephone & Telegraph Co., of 

















1914, 


Fred C. Mendeck Has Had Many Years’ 
Experience in Practical Telephone 
Accounting. 

Whittier, later becoming commercial su- 

perintendent, his present position. 
Since his association with the Whittier 


company, Mr. Mendeck has made exten- 


sive studies and done much research work 
in public utility 
neither 


accounting. He has 


spared money nor labor in ad- 


vancing himself in this branch of ac- 


counting. In accounting changes and ad- 
that he has proposed in his 
company’s interest, he has so far not failed 


to win the 


justments 
approval of the California 
Railroad Commission. 

TELEPHONY'’S that this s« 


editor feels 


ries of articles on 


will prove of 


telephone accounting 


great benefit to those in 
charge of the accounting of the thousands 
of companies in the country and that they 
will repay careful thought and study. 

In this series of articles on accountin: 
every conceivable problem in the telephone 
business from the beginning of the o1 
increase 1 
Most if not all of 
the problems are taken from actual experi 


ganization to a_ considerable 


size will be taken up. 


ence of various telephone companies with 
which the author has worked. 

The problems are given as they nat 
urally occur, properly numbered, and are 
After 
all the problematic data is completely built 


followed with specific explanation. 


up, the bookkeeping set will begin and all 
the problems will be worked into a com 
plete set of records. 

The installments will be presented every 
two weeks. This will give readers ample 
time to study the plan, and to “think it 
through.” Should 
Mendeck undoubtedly 
answer 


arise, M Te 
will be 


questions 
glad to 
them. 








his answer as to the reason. If he desires 
to promulgate a construction program, he 
must turn to the accounting department 
to get his statistics to enable him to know 
to what extent he is able to go. Certain- 
ly, it requires accurate accounting, and a 
sufficient amount of detail to enable the 
manager to make certain studies and de- 
termine the trend of his business. That 
is what the accounting system is for. 

Whether a telephone business is a one- 
man plant with 50 subscribers or a cor- 
poration with 10,000 subscribers, the 
fundamental fact is that the manager 
must know the company’s financial posi- 
tion. His only source of that informa- 
tion is his accounting system. 

The Accounting Classifications. 

The Class A and B accounts were 
created and put into effect two years be- 
fore the Class C accounts. From the 
standpoint of labor in the daily routine 
work, there may be some advantage in 
the Class C accounts. 

The only time saved, however, is in the 
fact that there are fewer accounts to keep 
in the general ledger in Class C accounts. 
But these accounts are all “mixed ac- 
counts.” It is difficult to determine ac- 


statistics from mixed accounts. 
The greater part of Class B accounts are 
also mixed accounts. 


curate 


By statistics | do not mean merely 
government statistics. I have reference 
chiefly to statistics and financial state- 


ments required by the management oi the 
cox pany. It must be borne in mind, how- 
ever, that in any hearing before a state 
commission, statistics and statements are 
important, and if these are doubtful or 
erroneous they are worthless. 

My own experience has convinced me 
that it is much easier to keep Class A ac- 
counts even for a small company than 
either Class C or B. In the first place, 
the Class A accounts are “pure accounts.” 

By “pure accounts” we mean those that 
have only certain items entered in them. 
For example: The items carried in Ac- 
count 230, Station Equipment (Class B 
or C), would be carried in Class A Ac- 
counts, 231, Station Apparatus; 232, Sta- 
tion Installations; 233, Interior Block 
Wires; 234, Private Branch Exchanges; 
235, Booths and Special Fittings. 

Again compare Class C Account 609, 
Repairs of Wire Plant, which is charged 
with all items that are carried in Class 


A Accounts, 602, Repairs of Aerial Wire 
Plant, and 603, Repairs of Underground 
Plant. 

The advantages in Class A accounts are 
apparent. 
keep 


We are not only required to 
accurate debits to the 
counts, but also 
retirements. 


plant ac- 
correct credits due to 
Since prices of material and 
supplies vary from month to month, evi- 
dently unit costs vary. 

If Account 231, Station Apparatus, is 
charged correctly with the cost o1 the 
items carried therein, and the record of 
telephones in service is kept as it should 
be, it is easy to determine the unit cost of 
station apparatus by dividing the baiance 
in Account 231 by the number of tele- 
phones in service for any period. Or the 
balance in Account 232 divided by the 
number: in service would give the unit 
cost of inside wire units. These averages 
would be the cost at which the units are 
retired. 

This method of determining unit costs 
would not be practical with Class C ac- 
counts. Journalizing items for Class A 
accounts does not require any more work 
than journalizing items for Class C ac- 
counts, and for Class C companies the 





14 


labor in ledger postings amounts to very 
little more in the former case. It is sug- 
gested, therefore, that Class A accounts 
be used in preference to others. 


The Record Forms. 


In order that the manager and directors 
of a telephone company can determine 
their correct financial position, their in- 
vestment in plant, 
earnings, or their operating costs, it is 
necessary to have sufficient detail to 
make their accounts reliable and to en- 
able them to set up accurate analyses 
of costs. 

One fact that most accountants 
look is the regulation governing the de- 
struction of records, issued by the In- 


their gross or net 


over- 


terstate Commerce Commission. There 
are certain records that must be kept 
permanently. Others range all the way 


from optional to six years after cancel- 
lation when they may be destroyed. 

The accounting system described and 
used in this of articles is 
complete, and it is believed that nothing 
of any importance has been overlooked. 
The bookkeeping set that will be worked 
out in the latter part of the series will 
illustrate the record forms and their uses. 

The records that every company should 
keep are: Subscribers’ ledger, journal 
(voucher record), cash book, general 
ledger. These are the main records. Be- 
tween accountant 
may have as many auxiliary records as 


series very 


and around these the 


he desires. 

These records should be so arranged 
that as few entries as possible will be 
duplicated. For the plant department, for 
example, the first records made up will 
be the daily time cards and material used 
or material recovered forms. 

Each man distributes his time to the 
class of plant and class of work done on 
his card. From this it is entered on the 
monthly time sheet for payroll purposes. 
expenditure summary sheet is 
entered the quantity and cost of 
material together with the labor cost. 
From the expenditure summary sheet for 
each job it is distributed through the 
journal, and from the journal posted to 
the ledger in the primary account. 

The wages and salaries in the other de- 
summarized on the 
roll from the individual time cards or 
time sheets and from the payroll dis- 
tributed through the journal and posted 
to the primary accounts in the ledger. 
The idea is to move in a straight line 
from beginning to the end of a series of 


On an 


also 


partments are pay- 


entries. 
Revenue and Capital Charges. 

The distinction between capital ex- 
penditures and revenue expenditure is 
important. Stripped to primary 
there are but the two classes 
of expenditures. But a failure to dis- 
criminate between capital and revenue ex- 
perditures leads to an incorrect balance 


very 


elements, 
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FOOTPRINTS 
By Miss Anne Barnes, 


Traveling Chief Operator, Lowa Independent Telephone Association, 
Des Moines, Iowa. 


Isn't it a pleasant sensation to waken in the early morning and see the 


day all dressed in a costume of glistening white. 


The soft carpet is yet 


unbroken by foot tracks, auto tracks, or tracks of any description, except 
those made by the tiny sparrows in search of their hidden breakfast. 

If it is too early to arise we pull down the shades and go to sleep again. 
We waken about. an hour later and see the soft, level whiteness broken by 
the feet of early pedestrians—ncighbors, friends, and strangers. 

For me, there has always been a peculiar attraction toward the footprints 


made by mortals. 


Every footprint tells a story, to me. 


Those made in the 


early morning represent the working class; the home makers; fathers, and— 


too many mothers. 


When | see a huge snowdrift broken by footprints, | 


visualize the school boy, for what normal boy would take a beaten path 
when one of the great heaps of snow lies temptingly near. 
Sometimes I see footprints made by mortals wearing shoes with French 


heels. 


Such footprints draw a variety of mental pictures for me. 


Where 


do feet so delicately shod go so early in the morning, I reflect? Perhaps the 
footprints of these mortals lead to some mystery; perhaps they represent 
pride which refuses the protection of rubbers; or they may represent poor 


rearing—the rearing that does not develop refinement of character. 


And then 


I recall seeing feet, somewhere, rocking in runover French heeled slippers 


worn by a waitress in a cheap cafe. 


And so the day dressed in her glistening garment of white draws for 


me many mental pictures. 


Before the evening falls, the beautiful 


white 


dress has become broken, dirty, and ragged with foot tracks, auto tracks, and 


tracks of every description. 


But I am glad that the snow white dress is all tattered and torn, for it 
tells me a story—the best of all stories—that humanity does not huddle in 


warmth and safety under any condition. 


Thus the footprints on the snow tell me the story of progression and 


achievement. 


“Let us then be up and doing, 
With a heart for any fate; 
Still achieving, still pursuing, 
Learn to labor and.to wait. 


Moral :—The happiest people are 


sheet and income or profit and loss siate- 
ment. ; 

But how are we to know if an expendi- 
or a charge 
against revenue? ‘Does the expenditure 
increase the value of the 
its earning capacity? If so, it is a capi- 
tal expenditure, an addition or hetter- 
ment. On the other hand, if the ex- 
penditure merely keeps the existing prop- 
erty in operating condition, it is a rev- 
enue charge—either an ordinary ~repair. 
in which case it is charged to the. pri- 
mary maintenance accounts, or a replace- 
ment, in which case it is charged to the 
depreciation reserve. 

Most managers of small telephone 
plants imagine that they have no such 
things as departments. 
change, even though it has only 59 sub- 
scribers, has a plant department, a traffic 
department and a commercial department, 
although one man may have charge of 
all of them and do all the work. He 
should be just as careful and precise in 
his accounting as the company with 10,- 
000 subscribers, especially if he 


ture is a capital charge 


property or 


But every ex- 


wants 


the busiest. 





return on his investment. 
Plan of Series of Articles. 
This series of articles 


to earn any 


will be set up 


in accordance with the best telephone 


accounting system for telephone com- 


panies ever designed, according te our 
judgment. It is the one used by a large 
Independent company rapidly approach- 


ing Class A. Frequently inquiries come 
from the 


pected sources covering the most unex- 


to the accountant most unex- 
pected detail, and he gives the desired in- 
formation without delay. 

Any classification of accounts can be 
used—the same. The 
accountant may use as many records as 


forms are all the 





he desires or he may use only three 
the journal, cash book and ledger. He 
may insert auxiliary records and eliminate 
them at will, without destroying the unity 
of the system. 

In this little course no auxiliary rec- 
will be only the 
get accurate 


ords used ; essential 


will be 


forms to 
inserted. 
The 


accounting set. 


accounts 


next installment will begin the 














Illinois and Its Telephone Service 


A Medley of Statements More or Less Related to Telephone Service 
Statistics, a Few Illustrations and Some 


Implied Suggestions - 


Some 
Paper 


Presented at the Annual Convention of the Illinois Telephone Association 


By A. R. Bone, 


General Commercial Superintendent, Illinois Bell Telephone Co., Chicago 


The initial problem of transmission of 
speech over wire by telephone was solved 
on June 2, 1875, in Boston, Mass., when 
Professor Alexander Graham Bell said to 
his assistant in an adjoining room of the 
same building, “Mr. Watson! Come here, 
I want you.” 

Then succeeding problems immediately 
arose and began to multiply. How to 
transmit the human voice over greater dis- 
tances formed the basis of many of them. 
Other problems were the difficulty of get- 
ting the public to believe the telephone to 
be anything more than a toy and that of 
getting money enough to build lines and 
equip them with instruments. 
thousands of 


There were 
connection with 
making the invention usable, such as the in- 
vention and development of switchboards, 
relays, induction coils, battery transmitters, 
hard-drawn copper wire, cables, and an 
enormous number of other instrumentali- 


others in 


ties that were necessary as accessories. 

The solution of each of these problems 
contributed to a service making possible 
today conversations with ease from Hav- 
ana, Cuba, to San Francisco or to Cata- 
lina Island, or from any telephone 
anywhere in any part of the United States 
or Canada or Cuba to any one of 15,000,- 
000 or more other 
cheaply and efficiently. 

I am proud to say that Illinois has more 
than kept pace with this marvelous devel- 
opment. With a population of approxi- 
mately 6,800,000, and an area of 56,043 
square miles, it has more than 1,300,000 
telephones in service, one telephone for 
every five inhabitants. The wire used in 
furnishing service to these subscribers if 
joined together would be more than 2,700,- 
000 miles in length, sufficient to encircle 
the earth at the equator 11,000 times. 

In Illinois there are more than 600 com- 
mercial telephone companies, besides a 
large number of small rural companies, 
nearly all of which are now co-operating 
through the Illinois Telephone Association, 
and through mutually observed operating 
agreements are furnishing not only local 
service in their respective territories but 
also have long distance connections, mak- 
ing possible a service with at least 15,000,- 
006 telephones in all parts of the United 
States, as well as in Cuba, Canada and 
Catalina Island. 

Illinois has more telephones than are in 
service in Asia, Africa, South America, 
Australia, Central America and Mexico 
combined; more than the combined num- 


telephones, quickly, 


ber in Spain, Portugal, Norway, Sweden, 
Denmark, Greece and Turkey; more than 
in the British Isles. 

Inasmuch as I have already given some 
statistics about the telephone development 
as it applies to the state and have incident- 
ally referred to ,its area and population, 
I believe you would all be interested in 





A. R. Bone 
Every Means of Improving Public 
Relations. 


Is Strong for Publicity and 


reviewing briefly other outstanding distinc- 
tions of this great state of ours. 

Living in Illinois as we do, we are per- 
haps too inclined to take our state for 
granted and overlook her greatness. Only 
when we stop to realize this greatness, 
however, are we able to truly appreciate 
the tremendous progress that has been 
made in the past, and the great problems 
which have been met and overcome. 

Paraphrasing the words of our state 
song—"“by its rivers gently flowing, o’er 
its prairies verdant growing’—there does 
come an echo on the breeze in mellow 
tones convincing us that not without its 


wondrous story was writ the Nation’s 
glory. 
Within the boundries of Illinois are 


seme 35,000,000 acres of productive land. 
The total value of its farm property, in- 
cluding land, buildings, implements, ma- 
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chinery, and live stock, is in excess of 
$4,000,000,000. 

One tenth of the corn production of the 
United States is from Illinois. $130,000,- 
000 worth of horses, $18,000,000 worth of 
mules; dairy cows, $100,000,000; beef cat- 
tle, $70,000,000. More than 5,000,000 
swine are fed on Illinois farms each year. 
The state ranks ahead of every other state 
in this respect. 

Goods produced by the manufacturing 
industries of Illinois annually are valued 
at nearly $6,000,000,000; the state has 18,- 
700,000 
wage earners in these factories; and there 
is $3,500,000,000 capital invested in these 
manufacturing enterprises. [Illinois ranks 
third among all the states in the value of 
nanufactured products. 

The slaughtering and meat packing in- 
dustry of Illinois leads the world. 
and West Virginia tie for second place in 
coal production. There are approximately 
100,000 miners employed in Illinois. Illi- 
nois ranks third in brick and tile; fifth in 
limestone production; sixth in petroleum, 


596 manufacturing establishments ; 


Illinois 


seventh in cement; and second in railroad 
mileage. 

The value of the products of the farms 
in Illinois for one year is in excess of the 
value of all the gold that has ever been 
taken from the Klondike. 

Did you ever stop to think about the 
size of Illinois, its length and breadth? 
Did you know that the distance between 
the historic towns of Galena on the north 
and Cairo in the south is 384 miles? 

Galena is farther north than Boston 
Mass. Cairo is farther south than Rich- 
mond, Va. Quincy is as far west as Du- 
luth, Minn. The eastern boundry of Law- 
rence county is farther east than Evans- 
ville, Ind. 

As I review the achievements of this 
state, I thrill with pride as I realize the 
vital part played by the telephone indus- 
try in this development. The influence of 
this great industry upon industrial and so- 


cial progress has been far-reaching and 
intensive. 

Modern business, social activities, and 
even the life of the individual are now 


entirely dependent upon the services ren- 
dered by the so-called utilities. It is 
doubtful if the smallest community, not to 
speak of cities, could survive even the 
shortest period without the services of the 
utilities, such as electric light and power, 
gas, electric railway, telephone and rail- 
road facilities. 
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North Sales in 1923] 
of 89.3% 















AS evidenced by the 

statement above, North 
Equipment steadily gains in 
favor as its advantages 
become better known. 
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EVERY KIND OF MACHINE: 
Dial Automatic systems, in which subscribers do the switching, are 
recommended for exchanges which do not justify the installation of Cs A I O N 
North Automanual. Manufacturers of telephone equipment since 1884. 
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‘Show An Increase 
‘Over 1922 


"TO those who made poss- 

ible this increase, and to 
every member of the Tele- 
phone Industry, we extend 
best wishes for a Happy 
New, Year. 
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Manufacturing Ce ts 


SWITCHING TELEPHONE SYSTE 


Automanual, for local and toll service and centralised control of out- 














lying exchanges, provides a Keyset Desk which is an ultra-rapid 
©) H I ©) form of dial. Operators switch as many as 1250 calls per hour 
(average 750). 
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Applying the yard-stick to Illinois, no 
state in the Union has been blessed with as 
great a development of its public utilities. 
The gigantic total of $1,350,000,000, a sum 
equal to over $230 for every man, woman 
and child, has been invested in its electric 
light and power, gas, telephone and electric 
transportation services alone. 

There are over 195,000 employes of elec- 
tric light and power, gas, electric railway 
and telephone companies, the total payroll 
amounting to over $230,000,000 annually. 
Every line of business, from the banker to 
the bootblack, shares in the spending of 
this money. The employes spend it in their 
own home communities in this state. 

There are over 650,000 thrifty men and 
women, banks and_ trust companies, 
churches, lodges and estates, who own the 
stocks and bonds represented by the $1,- 
350,000,000 actual investment. These in- 
vestors have contributed toward the build- 
ing of the utilities by the purchase of their 
stocks and bonds. 

Well may we be proud of the state we 
serve and of having a part to play in its 
development. I have said a good deal 
about the commonwealth in which we live, 
because I believe the natural resources of 
our state, its location, its climate, its pro- 
ductivity, and the character of its pioneer 
citizens and those who have followed them 
were responsible for the potential possi- 
bilities. 

The public utilities could not have suc- 
ceeded as they have if the conditions, 
environment, activities, quality of citizen- 
ship and their industry, ability, highmind- 
edness, integrity and patriotism had not 
been what they were. On the other hand 
the commerce and industry, the culture, 
the development of resources, the building 
of cities and towns could not have made 
the success they have without the devel- 
opment of the utilities’ services. 


Although the Illinois Telephone Asso- 
ciation is a great organization and al- 
though Illinois is a great state and 
although the telephone companies of the 
state have made wonderful progress and 
are now furnishing adequate and satisfac- 
tory telephone service to more than 1,300,- 
000 telephones, still through the continued 
application of the splendid spirit of codp- 
eration which has been such a dominant 
factor in the success of the past, they 
can all become greater. We can look for- 
ward to the time when Illinois will have a 
population of 10,000,000 and to the time 
when the number of telephones in service 
in the state will be 3,000,000. It is now 


estimated that this will occur by about 
1950. 
With such wonderful achievements in 


the past and the solving of the complex 
problems which made possible the results 
of today, what are some of the problems 
we ought to solve in the future to make 
the telephone service more valuable—more 
satisfactory—more of a contributor to the 
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upbuilding of our great state; its farms, 
its manufacturers, its municipalities, its 
commerce, its resources and its expansion? 

Now one of our difficult problems is to 
let our subscribers and patrons know 
what has been accomplished and how com- 
prehensive the service is, and more than 
that how much we appreciate their pat- 
ronage. Our problem is not only to give 
them the best possible service for the least 
amount of money, but also make them 
realize that no merchant who sells them 
dry goods, or groceries, or boots and 
shoes, or clothing, has a stronger and more 
sincere desire to please them and retain 
their good-wilf and patronage than we 
have. , 

What can you and I and the other 30 
odd thousand employes of the hundreds of 
companies having membership in our asso- 
ciation in Illinois do in this direction? We 
can perform our respective parts in the 
service of the public in such a manner, 
with such efficiency, with such courtesy, 
with such whole-heartedness, with such an 
obvious desire to please that those units of 
the public whom we individually serve 
cannot fail to appreciate the effort being 
made in their behalf. 

What do the inhabitants of a city usually 
do and think and say in order to get a new 
factory to locate or to keep a good one 
from moving away? They hold mass 
meetings where good cheer and greetings 
are radiated. They think it would be a 
calamity if the factory were lost. They 
say kind things about the wonderful insti- 
tution and point it out with pride to visi- 
ters. They talk about the large investment, 
the: amount of taxes paid, the number of 
people employed, the amount of the pay- 
roll. The factory is in sight and in evi- 
dence and in mind all the time. 

How is it. with the telephone service 
factory—the telephone exchange? Is it in 
sight? Not very much of it. Is it talked 
about as one of the big industries of the 
town? Not very often. Do the inhabi- 
tants ever stop to think whether or not it 
would be a calamity if the institution 
should go out of business? No. They 
just use telephone service in the same man- 
ner they breathe air. They need both and 
like both, but they don’t spend any time 
thinking about whether they do or not. 

Here in Peoria the local telephone com- 
pany is furnishing service to more than 
20,000 telephones. It has an investment of 
nearly $4,000,000. It employs nearly 400 
persons in this city alone. Its payroll is 
in excess of $345,000 a year, most of which 
goes to support other local businesses. 
Most of its property is hidden beneath the 
ground. Its employes are working in 
groups at many locations. 

The inhabitants know there is a tele- 
phone company in town but they don’t 
know a great deal about it, except that 
there is a telephone on almost every desk 
or counter in every business establishment 
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and one in nearly every residence. They 
know that these telephones give them the 
service they want and need 24 hours a day, 
365 days a year. 

Do the inhabitants know that the Peoria 
telephone system is being operated at a 
loss? Not many of them know that. It 
is true, though. The company that op- 
erates it knows it. 

If we exert ourselves more in the direc- 
tion of calling the attention of our patrons 
to the particular things that are often not 
thought about in connection with the op- 
eration of a telephone system but stressed 
so much in connection with many other 
activities, even when the underlying prin- 
ciples are the same, we can get the recog- 
nition to which we are entitled. 

Doing a good publicity job just once 
coesn’t do much good. This sort of work 
has to be continuous. The public soon 
forgets. There are thousands of things in 
our business in which our patrons would 
be interested. We must have the right 
kind of publicity: not only publicity in the 
press which is always beneficial, but also 
publicity disseminated by our employes. 
We should keep one another posted and 
then pass our information along to the 
public. 

Every telephone company in the state 
deserves the good opinion, the respect, the 
good will, the appreciation, the support and 
the codperation of the public just as much 
as does any factory. 

It is a fine thing to be courteous, and 
there is no excuse for anyone not being 
sc. Efficiency is extremely important in 
connection with the furnishing of service 
of any sort, and it certainly applies partic- 
ularly to telephone service. I believe the 
telephone companies generally throughout 
this state have justly earned the reputation 
of having courteous employes. “The voice 
with the smile wins” has become a slogan. 
The employes themselves, without the is- 
suance of special rules for their guidance, 
are alert in trying to improve in their 
methods of rendering service. 

The members of the employes’ associa- 
tion of the suburban division of the com- 
mercial department of the company I rep- 
resent, had been thinking and talking along 
these lines and worked out a unique aux- 
iliary organization which they named 
“The Thank You Club.” The membership 
in. this club includes 100 per cent of the 
employes, to each of whom a membership 
card bearing this fine bit of sentiment has 
been issued : 


The first, last and only rute of the club 
is to say “Thank You” whenever an op- 
portunity presents itself. To conform to 
the constitution and by-laws, which are 
unwritten and therefore not limited in ef- 
fectiveness, it is only necessary for mem- 
bers to deal courteously with each other 
and to greet the public with a smile and 
a hearty “Good Morning” or “Good After- 
noon,” “How is your service today?”, and 
after the business in hand has been trans- 
acted to end the interview with a “Thank 
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You” in a tone of such cordiality and 
sincerity that no trace of perfunctoriness 
can creep in. Everyone knows when and 
upon what occasions to say “Thank You,” 
and that any courtesy extended is not only 
pleasing to the recipient but leaves a very 
beneficial effect upon the character of the 
one extending it. Membership in this club 
is purely voluntary on the part of everyone. 


Speaking of voluntary action taken by 
groups of employes calls to mind another 
activity which was launched by a small 
group. Their plan was so sound and so 
well thought of by their colleagues that it 
is now being used en masse by employes 
in all departments and divisions. It is 
known as the “Pink Ticket” and this is 
how it works: 

If, outside his regular line of duties, an 
employe learns directly or indirectly of a 
subscriber who is dissatisfied with any 
service or treatment he has received from 
our company, the employe makes himself 
known and volunteers to have the matter 
remedied if possible. 

Also if the employe hears a criticism of 
any kind, or hears of one that has been 
made to a third party, he gets busy with 
his pink ticket and the results accom- 
plished are gratifying. The information an 
employe gets, which can be_ handled 
through the pink ticket route, usually 
comes to his attention when he is off duty 
—very often when he is out socially, on a 


street car, at a ball game, or lodge 
meeting. 
Sometimes incidentally in connection 


with work he is doing as an employe of 
one department he may have a statement 
made to him by the subscriber that his 
efforts have been most satisfactory but 
that some other branch of the service is 
not always so. The employe does not 
ignore such a statement as being none of 
his business; he gets the details and starts 
the pink ticket machinery working. He 
craves good opinion for the company, for 
all its employes in all divisions and de- 
partments, just as much as he personally 
appreciates the good opinion of a sub- 
scriber. 

All employes are provided with pink 
ferms which they carry with them. The 
employe takes down the subscriber’s name, 
telephone number and address on the form, 
ard a short statement regarding the case. 
He then signs his name and location on 
the form and turns it in to his immediate 
supervisor, who forwards it to the proper 
person for immediate attention. When the 
case has been cared for, the employe is 
notified in order that he may know the 
matter was given proper attention. 

In taking the case up with the sub- 
scriber, or complainant, he is always ad- 
vised that our attention was called to the 
iratter by Mr. (or Miss) Blank, the em- 
ploye who originated the pink ticket. 

This pink ticket is not intended to take 
the place of the company’s routine methods 
of handling complaints and correcting 
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service conditions; it is merely a means 
of supplementing the methods and supplies 
a way whereby grievances that are ex- 
pressed only casually are brought to the 
attention of the company, thus making it 
possible for us to remedy unsatisfactory 
conditions which might otherwise never 
have come to our attention. It further makes 
each employe the company’s representative, 
and provides a means by which any em- 
ploye can obtain quick action on any case 
of dissatisfaction which may come to his 
attention. This plan certainly places the 
employes and the public on a more inti- 
mate basis. 

We should carefully train all of our 
employes never to look upon the person 
who complains about the service as a pest 








HOW TO MAKE MONEY. 


The best way to make money is to 
save it. How many of us today don’t 
stop to think of saving the pennies? 
Oh, no, we think today in terms of 
dollars and dimes. 

There is no more helpful way than 
by keeping a cash account of your per- 
sonal receipts and expenditures. I did 
this all my life until a few years ago. 

Men who a few years ago could not 


‘afford a horse now own an automobile. 


How well dressed men and women are 
today, no matter how limited is the fam- 
ily income!—John D. Rockefeller, Jr. 








but as an opportunity which we cannot 
afford to overlook, for in coming to us 
with his complaint he gives us a chance to 
educate him about We 
should encourage him to come to us with 
his troubles. 


our business. 


There is one thing which I think might 
almost be classed as a formula in that it is 
the keystone upon which all others rest, 
and that is for cach employe to put him- 
self in the other man’s place and to try 
to see things from his viewpoint. This 
will solve more human misunderstandings 
than all other suggestions put together. 

If the employe will always remember 
that the subscriber is sincere in any com- 
plaint he may make, even if he is wrong, 
even when the employe knows the sub- 
scriber is wrong—if he can be trained to 
just keep in mind that 99 per cent of the 
people want to be fair and square—if he 
will just keep in mind that the subscriber 
is no doubt sincere; that he is not trying 
to slip something over, and meet him on 
that basis—and even if the subscriber is 
the hundredth man, the exception to the 
rule, and is really trying to impose upon 
the company—such an attitude on the part 
of the employe will result in the right 
thing being done. Every complaint made 
by a telephone user gives us a chance to 
make a friend for the telephone industry. 
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Are we making the most of these chances? 

The officers of any telephone company 
cannot solve all the public relations prob- 
lems for, unfortunately, they can have only 
a limited contact with the public. It is the 
man or woman on the firing line who 
builds friendships or creates cnemies for 
the company. By the men or women on 
the firing line, I mean the operators, in- 
stallers, linemen, repairmen and commer- 
cial men; in fact all who regularly and in 
a routine way come in contact with the 
public. The telephone business has a won- 
derful opportunity to build good will be- 
cause of many such _ intimate 
which it has with the public. 

We cannot blame our employes for not 
realizing the importance of public relations 
and their opportunity to serve our patrons 
unless we point out these things to them. 

Our subscribers and the users of our 
service, or perhaps I should say our pa- 
trons, are the supporters of the industry. 
We should take them into our fullest con- 
fidence, enlighten them on our methods and 
get them to give us their helpful sugges- 
tions and advice. 


contacts 


Not only is it necessary for us to put 
ourselves in the other man’s place in con- 
sidering any kind of a case that affects 
him, but in many instances it is desirable 
that we get a subscriber to look at some 
problem from the complex angle of our 
side. I will illustrate my meaning by an 
cxample. 

For several years a high class hospital 
in a high class suburb of Chicago operated 
with only one exchange line. The popula- 
tion of the suburb increased rapidly in 
recent years and the business of the hos- 
pital kept pace with the growth. It ex- 
tended its influence over a wider radius, 
with the result that it erected an addition 
to its building and increased its facilities 
to about three times the original. 

The hospital 
finance the proposition; employed archi- 
tects, let its contracts for the new building, 
its ventilating system and heating plant, 
its kitchen and laundry equipment, its op- 
erating rooms, a large number of commo- 
dious rooms for patients, quarters for 
nurses, etc. The building was completed 
on schedule time and when almost ready 
for occupancy, application was made for 
private branch exchange telephone service, 
consisting of one 80-line switchboard to 
be equipped with exchange trunk lines, 
extension telephones in the rooms and 
offices, with the request that the new serv- 
ice be furnished within two weeks. 

Upon being told that at 
months would be required and that really 
six months’ time should be given on such 
a large order, the officers of the association 
were dumbfounded and all they could say 
was that they had no idea that any great 
amount of prior notice was necessary in 
connection with having telephone service 

(Please turn to page 30.) 


association arranged to 


least three 








State Associations---South Dakota 


Here Is Presented the Second of a Series of Stories Concerning the History, 
Development and Present Activities of the Various State Telephone Asso- 
ciations—Together They Will Tell a Story of Wonderful Accomplishments 


The South Dakota Telephone Associa- 
tion is one of the oldest of the state tele- 
phone organizations. It had its inception 
in August, 1903, when a small group of 
company representatives met at Parker, at 
the call of W. E. Ege, of Centerville, for 
the purpose of organizing a state associa- 
tion. Through the unselfish and untiring 
efforts of its officers it has forged steadily 
ahead, now having a regular membership 
of some 44 telephone companies and an 
associate membership of 17 manufacturers 
and jobbers. 

The original name of the organization 
was the “South Dakota Telephone Asso- 
ciation.” In 1906 the name was changed 
to “South Dakota Independent Telephone 
Association” in order to make it eligible 
to membership in the National Independent 
Telephone Association. 

In the ensuing 15 years there were 
marked changes in the relationships and 
interests of different telephone organiza- 
tions with the recognition of the common 
interests of all telephone companies, so it 
was decided to amend the constitution so 
that any person, firm or corporation oper- 
ating a telephone system within the state 
of South Dakota should be eligible to 
membership. Accordingly the original 
name was restored when the 1921 conven- 
tion adopted an amendment providing that 
the word “Independent” be dropped from 
the name of the association. 

Manufacturers and supply houses have 
been well represented at all but the first 
one or two meetings, and conventions be- 
came more interesting and beneficial from 
year to year. Members and friends of the 
association have been enabled to listen to 
addresses on various phases of their busi- 
ness by the best local speakers as well as 
officers of the national association and 
other men of prominence in the utility 
field. 

Through the activities of its taxation 
committee, the association has been instru- 
mental in securing the promulgation and 
adoption by the state railroad commis- 
sion of a uniform system of accounting. 

Through its legislative committee it has 
been instrumental in securing the passage 
of a law which provides that the transmis- 
sion companies must secure permission 
from the county authorities before erect- 
ing an electric transmission line. This 
law, which was passed March 14, 1919, 
provides that before constructing a trans- 
mission line, the power company must file 
application with the county auditor. The 
latter must present the application to the 
board of county commissioners within 30 
days after its filing and give 10 days’ notice 


of a hearing in regard to the proposed 
transmission line to all persons or corpora- 
tions operating transmission, telephone or 
telegraph lines on the highways which the 
applicant proposes to cross or occupy. 

It is the duty of the board, under this 
act, to adjust any differences that may 
arise between the applicant and any utili- 
ties affected by the decision which it shall 
make in the matter of construction or re- 
construction, and the board may adjust 

















L. H. Snyder, President of the South Da- 
kota Association, Has Been in the Tele- 
phone Business for a Quarter Century. 


and apportion the costs as deemed neces- 
sary to avoid or minimize interference or 
hazard. 


The law has so far proved quite satis- 
factory in protecting the telephone com- 
panies from difficulties with power com- 
panies due to marketing interference. 


That the association is continiing its 
efforts to protect its member companies in 
the matter of high tension interfcrence is 
shown by a resolution adopted at the con- 
vention held at Huron, January 17, 18 and 
19, 1923. The resolution stated that it 
was the sense of the association that the 
legislative committee endeavor to secure 
reasonable legislation protecting telephone 
companies against the adverse interests of 
high power and transmission coripanies. 

During the past few years the South 
Dakota association has been active in con- 
ducting plant and operator schools. An 
operators’ school of instruction was held 
in connection with the 1922 convention. It 
was so successful that resolutions were 
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passed that five schools be held during the 
ensuing year at different points in the 
state. 

At the 1923 convention the traffic com- 
mittee reported that six successful schools 
had been held: One at Mitchell, May 11 
and 12; Aberdeen, June 19 and 20; Huron, 
June 22 and 23; Watertown, June 26 and 
27; Pierre, June 29 and 30, and Scotland, 
July 6 and 7. The grand total attendance 
of all who registered at the various schools 
was 506, a total of 147 exchanges being 
represented. A resolution adopted at the 
1923 convention with reference to the plant 
and operators’ schools reads, in part, as 
follows: 

“Whereas traffic schools and local traffic 
instruction has been conducted during the 
past year to beneficial effect for all con- 
cerned; 

Be It Resolved, That such procedure is 
commended and approved by this associa- 
tion and that the continuance of traffic 
schools and local traffic instruction be left 
to the executive committee with power to 
act as to method of handling this prob- 
lem.” 

The present officers of the association 
are: President, L. H. Snyder of White 
Lake; vice-president, J. J. Bollinger, of 
Bridgewater; secretary -treasurer, Thos. 
Phalen, of Aberdeen. 

The executive committee comprises the 
officers and J. A. Steninger, of Parker; 
F. L. Wheeler, of Scotland; M. E. Guin- 
ter, of Sioux Falls, and A. L. Curtis, of 
Castlewood. 

The association has never had a field 
secretary or any one to devote more than 
“stolen” time to its upbuilding and ad- 
vancement. South Dakota telephone men 
are, therefore, under considerable obliga- 
tion to the officers and various members 
for what the association had accomplished. 

President Snyder is manager of the 
Aurora County Telephone Co., of White 
Lake, and a pioneer in the telephone field. 
His activities in the telephone field date 
back to 1899 when he began work as a 
lineman and inside wireman for various 
small companies in Wisconsin and later for 
the Twin City Telephone Co., of Minne- 
apolis. From there he went to Sioux Falls, 
S. D., as wire chief for the Northwestern 
Telephone Exchange Co. Soon afterward 
he became manager of the Aurora County 
Telephone Co. 

Mr. Snyder is a native of the Badger 
state; he was born at Lancaster, Wis.. 
September 16, 1880. He worked on a farm 
and secured what school education 
possible in the country schools, in time be- 
coming an apprentice at the machinist’s 
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trade. Later he was employed as an elec- 
tric light wireman, leaving that work to be- 
come locomotive fireman. Then the tele- 
phone field called him—and in this field 
he has been engaged for nearly quarter of 
a century. 

Vice-President Bollinger has been en- 
gaged in the telephone business for over 20 
years and has operated the telephone 
properties at Bridgewater for several years. 
During that time he has made many im- 
provements to the system and claims that 
Bridgewater has the finest telephone office 
of any city in South Dakota three times 
its size. A reorganization of the company 
has been effected just recently and the 
name changed from Bridgewater Union 
Telephone Co. to the Southern Dakota 
Telephone Co. The new company, which 
is owned by Bollinger Brothers, has ac- 
quired a controlling interest in the system 
at Salem. This acquisition is said to make 
the Southern Dakota the third largest 
telephone company in the state. 

Secretary-Treasurer Phalen is superin- 
tendent of traffic, special agent and direc- 
_tory supervisor of the Dakota Central 
” Telephone Co., at Aberdeen. Entering the 
telephone field when 20 years old as 
groundman, he has steadily forged his way 
up, and he hasn’t stopped yet. 

He was born in Minnesota and spent 
the early part of his life on a farm. He 
entered the telephone field in Minneapolis 
as groundman for the Northwestern Tele- 

















Thos. Phalen, of Aberdeen, Is Serving His 
Second Term as Secretary-Treasurer 
of the Association. 
phone Exchange Co., later becoming line- 
man for the company. In 1902 he was 
sent to Willmar by the Minnesota Central 
Telephone Co. in a special capacity. He 
was then division repairman for three 
years and was later made local manager 
of the Paynesville, Buffalo, Cold Spring, 

Monticello and Glenwood exchanges. 
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In 1907 he was transferred to the north- 
ern division of the Minnesota Central com- 
pany as division superintendent and when 
the company was purchased by the North- 
western Bell he was appointed district 
commercial manager with headquarters at 

















A. Steninger, of Parker, Faithfully 
Served the Association as President 
for Ten Years. 

Willmar. In 1915 he was transferred by 
the Northwestern company to Sioux Falls 
in the same capacity and in 1918 he became 
affiliated with the Dakota Central at Aber- 
deen as traffic superintendent. In 1921 Mr. 
Phalen was elected to the directorate of 
the South Dakota association and he is 
now serving his second term as secretar\ 
treasurer. 

No little credit to the success and prog- 
ress made by the association is due to the 
efforts of J. A. Steninger, president of the 
association for many years and at present 
one of the directors. He was one of the 
organizers of the association, the organiza- 
tion meeting being held in his office as 
agent of the Chicago & Northwestern Rail- 
way Co. at Parker. From 1905 to 1913 he 
served the association as vice-president and 
at the annual meeting in January, 1913, he 
was elected to the presidency, retiring from 
that office last year, after 10 years of 
faithful service as the chief executive of 
the-association. 

Mr. Steninger is one of the earliest pio 
neers in the telephone business. While 
railroad agent for the Northwestern at 
Parker he became interested in the tele- 
phone business as a side line. After the 
expiration of the Bell patents in 1894 he 
built an exchange at Parker, subsequently 
establishing exchanges at Hurley, Marion, 
Dolton and Monroe. He is at the present 
time, and has been for many years, presi- 
dent of the Steninger Telephone Co., of 
Parker. His activities, however, are not 
limited to the telephone business, for he is 
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in active charge of the Parker Auto & 
Supply Co., of which he is president. 

The coming convention of the South 
Dakota association, to be held at Mitchell, 
January 16, 17 and 18, promises to be a 
most profitable one, from all points of 
view, and all South Dakota telephone men 
are urged to plan to be present with as 
many of their operators as possible. 

The operators’ school to be held in con- 
nection with the convention will be under 
the supervision of H. J. Gibbs, of Sioux 
Falls, chairman of the traffic committee 
He will be assisted by Miss Mamie 
Schmeiter, traffic supervisor of the Dakota 
Central Telephone Co. 

The program for the regular convention 
sessions will include a discussion on 
“Taxation of Telephone Companies,” con- 
ducted by Charles E. Hall, of Omaha, 
tax commissioner for the Northwestern 
3ell Telephone Co. and a member of the 
South Dakota Tax Commission; a discus- 
sion on “Inductive Interference and the 
Necessity for Codperation between Tele- 
phone and Electric Supply Lines,’’ by Chas 
A. Robison, superintendent of the Peoples 
Telephone Co., of Scotland. 

O. F. Roefelty, district manager of the 
Northern States Power Co. at Sioux Falls, 
will also speak on the subject of inductive 
interference. “Adequate Compensation for 
Switching Service Station Companies” is 
the subject of an address to be made by 
W. C. Harris, manager and secretary of 

















J. J. Bollinger, Vice-President, of Bridge- 
water, Operates One of South Dakota’s 
Largest Telephone Companies. 


the Citizens Codperative Telephone Co., of 
Plankinton. 

Jay Houghtaling, of the Northwestern 
Electric Equipment Co., of St. Paul, will 
discuss the “Relations Between the Manu- 
facturers and Jobbers of Electrical Mer- 
chandise and Telephone Companies.’”’ Chas. 
C. Deering, secretary-treasurer of the 









TELEPHONY 














ee ee he hea ae 1 1 Le om) ° > > > - a 6 Se - So - Sm > —- — - B+ —- — 


ot. =e —tn —aa ea a ae ae ee 








An Investigation— 
and What It Disclosed 


BEFORE deciding to purchase Strowger Automatic equipment 
for the Fort Wayne, Ind. system, the officers and directors of 
the Home Telephone and Telegraph Company made a thorough 
investigation during which they studied and obtained all the in- 
formation they could as to the trend of development in central 
office telephone equipment, and especially as to 
the new installations that were being made. 

They found that by far the most important construction 


activity in the telephone field was the replacement of 
existing central office equipment with Automatic. 


The statement reproduced here from the Fort Wayne ‘‘News 
Sentinel’’ of October 6th speaks for itself. 
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In all parts of the country and in almost every country in 
the world, engineers and installers are at work planning 
and erecting new Strowger Automatic exchanges many of 
which will replace out-of-date systems. 


Even if you are not yet ready to fall in line with these 
developments, it will pay you to get information concerning 
Strowger Automatic equipment now. 


Automatic Electric Company 


FACTORY AND GENERAL OFFICES: CHICAGO, ILLINOIS 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
ASSOCIATED COMPANIES 


INTERNATIONAL TELEPHONE SALES AND ENGINEERING CORPORATION, New York 
International Atom Seieohene Company, Ltd., Compagnie Francaise pour FExpleiintion des Procédés Thomson-Houston 
London aris 
Automatic Telephone Mfg. Co., Ltd., Liverpool 
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United States Independent Telephone 
Association, is expected to be present to 
address the convention. A. L. Curtis, of 
Lake Preston, will tell “How Good Roads 
Affect Telephone Companies.” 

Special arrangements are being made by 
the entertainment committee to insure the 
attendants an enjoyable as well as a profit- 
able time at the convention. 





Max Hosea Buys Middletown and 
Daleville Properties. 

The Middletown and Daleville telephone 
companies, of Middletown, Ind., owned by 
Geo. Myers and Harry Kerlin, have been 
sold to Max F. Hosea, of Indianapolis, 
who took possession on the first of Jan- 
uary. Mr. Hosea is treasurer of the In- 
diana Telephone Association and owns 
a number of plants in Indiana, among them 
being the plants at Mooresville, Greenfield, 
Nashville, Noblesville, Sheridan, Attica, 
Greentown and Waynetown. 


Program All Arranged for Penn- 


sylvania Convention. 

Arrangements are being completed for 
the annual convention of the Pennsylvania 
State Telephone & Traffic Association to 
be held at the Penn-Harris Hotel, Harris- 
burg, next week, beginning Thursday, 
January 10, and closing Saturday, Janu- 
ary 12. 

Afternoon sessions will be held on 
Thursday and Friday and a morning ses- 
sion on Saturday. An operators’ confer- 
ence will be held on Friday and Saturday 
with Miss Anne Barnes of Des Moines, 
lowa, in charge. 

The Pennsylvania conventions are better 
each succeeding year and this season’s 
meeting is expected to establish new at- 
tendance and other records. 

The program in full follows: 

Tuurspay, JANUARY 10, 2.P. M. 


Combined Meeting of Operators, Dele- 
gates and Visitors. 

President’s annual report by H. E. 
Bradley. 

“The Telephone Operator,” by Miss 
Anne Barnes, traveling chief operator, 
lowa Independent Telephone Association, 
Des Moines, Iowa. 

“Insurance—Plus,” by Lynton T. Block, 
Lynton T. Block & Co., St. Louis, Mo. 

“Substation Protection,” by Carl W. 
Sharer, service engineer, western district, 
P. S. T. & T. A., Butler, Pa. 

Dialogue, “Classified Toll Calls,” Misses 
Stine, Singer, Long, Sheesley and Hemper- 
ly, Cumberland Valley Telephone Co. of 
Penna., Harrisburg. : 

Appointment of committees. 


Fripay, JANUARY 11, 2 P. . 

Meeting of delegates and visitors. 

“The Price of Money,” by F. B. Mac- 
Kinnon, president, United States Indepen- 
dent Telephone Association, Chicago. 

“The Pennsylvania Situation from the 
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Bell Standpoint,” by C. I. Barnard, gen- 
eral manager, The Bell Telephone Co. of 
Pa., Philadelphia. 

“Publicity through Public Utility 
Glasses,” by J. S. S. Richardson, director, 
Pennsy!vania Public Service Information 
Committee, Philadelphia. 

General discussion. 


FripAy, 7 P. M. 
Banquet and dance. 

SATURDAY, JANUARY 12, 10 a. Mo. 
Meeting of Delegates and Visitors. 
Annual reports of: 

President—H. E. Bradley. 

Secretary—Cameron L. Baer. 

Finance Committee—Chairman, O. K. 
Kines. 

Eastern District—Vice-President C. A. 
Carl. 

Western District—Vice-president, K. B. 
Schotte. 

Service Committee, Eastern District— 
Chairman, G. L. Herbert. 

Service Committee, Western District— 
Chairman, W. S. aca. 

Reports of committees. 

Meeting of board of directors. 

Operators’ Conference. 
Fripay, 9 A. M. AND 1 P. M., AND 
SATURDAY, 9 A. M. 

Miss Anne Barnes, presiding. 

List of subjects: 

“The Patron, the Operator and the 
Company.” 

“Building and Clearing Toll Circuits.” 

“How Does the Public Get an Impres- 
sion of Our Service.” 

“The Responsibilities of the Operator in 
the Small Office.” 

“The Responsibilities of the Operator in 
the Large Office.” 

“The Art of Satisfying the Public.” 

“The Average Operator’s Problems.” 

“What “Makes Public Service a Suc- 
cess?” 

List of Exhibitors. 

Automatic Electric Co., Chicago. 

Cook Electric Co., Chicago. 

Copper Clad Steel Co., Rankin, Penna. 

French Battery & Carbon Co., Chicago. 


Highway Emergency Service, Inc., Har- 


risburg, Penna. 

Kellogg Switchboard & Supply C. 
Chicago. 

Monarch Telephone Mfg. Co., Chicago. 

National Carbon Co., Long Island City, 
N. Y. 

Reliable Electric Co., Chicago. 

Stromberg-Carlson Telephone Mfg. Co., 
Rochester, N. Y. 


Illinois Bells 1923 Activities 
Establish Company Record. 


A net gain of 73,280 telephone stations 
in 1923 in the territory served by it is the 
record of the Illinois Bell Telephone Co. 
All previous records for telephone station 
growth were broken in the new mark set 
by the company. The 1923 figure was 13.3 
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per cent greater than the highest previous 
year. 

To obtain this new high mark, the com- 
pany made a total of 197,361 telephone in- 
stallations, and discontinued a total of 
124,081 telephones. The station gain in 
Chicago alone was 51,951. At the end of 
the year the number of telephones in Chi- 
cago was 692,645. 

During 1923 the company spent for ex- 
tensions to its plant approximately $18,- 
000,000. During 1924, for similar work, 
the company, it is expected, will spend 
approximately $19,500,000. 

In 1922 the daily average number of 
calls handled by the company was 4,154,- 
931. This was increased to a daily average 
of 4,635,101 in 1923. 

“During the war,” says President W. R. 
Abbott of the Illinois Bell Telephone Co., 
“the demands of the government for both 
material and manufactured goods used in 
the electrical industries was greater than 
for almost any other class of commodities 
and this demand took precedence over any 
other needs. The result was that for some 
time after the close of the war there was 
a shortage of equipment needed by tele- 
phone companies. 

“This shortage and the rapid growth of 
Chicago and many other places in the state 
have made it difficult for us to keep up 
with the demand for extension of our 
service. But we are making great efforts 
to meet this demand, as evidenced by our 
record of growth for 1923. 

The year has been an active one in every 
department of our business. The large 
growth as outlined has called for the most 
active work on the part of the engineering 
and construction departments and the in- 
crease in the number of our telephones has 
naturally brought increases in the traffic, 
accounting and commercial work. The 
number of employes in telephone work in 
Illinois is steadily increasing. The Illinois 
Bell now has on its payrolls more than 
24,000 persons. 

In June and August we placed in service 
in Chicago the first machine-switching 
offices—Central and State—serving about 
23,000 telephones in the downtown district 
of Chicago. The operation of these ex- 
changes has been very satisfactory and the 


‘subscribers are pleased with the service. 


During the year we offered and sold 
common stock of our company of a par 
value of $10,000,000, also an issue of $50,- 
000,000 first and refunding mortgage 5 per 
cent bonds. From the proceeds of this 
sale we retired the first mortgage bonds of 
the Chicago Telephone Co. due December 
i. The remainder of the funds will be 
used in our construction program. 

On March 11, a heavy storm did con- 
siderable damage to our property in the 
Chic:.go suburban and [Illinois divisions. 
This damage was repaired and service re- 
stored. This storm furnished a very valu- 
able object lesson of the value of an ade- 
quate depreciation reserve.” 
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Collecting of Delinquent Accounts 


Methods Used for Effecting Collection of Accounis ‘Due Where Service Has 
Been Terminated—Some Experiences in This Work—-Address Made at District 
Meeting of New York Up-State Telephone Association Held at Gloversville 


Special Agent, Glen Telephone Co., Gloversville, 


We all realize more and more each day 
the absolute necessity of collecting the 
money for the service we furnish. No 
matter how carefully we censure the ap- 
plications for service before making an 
installation, no matter how closely we 
watch our accounts, there will be circum- 
stances which make it necessary to use 
close, sometimes harsh, methods to effect 
collection. 

Accounts due where service is terminat- 
ed, we call “out accounts”—and they are 
the ones to which our company has given 
vigorous attention for some time past. 
Service is terminated for many reasons 
which we all know; clients moving away, 
fires, etc., and for the reason in which 
we are especially interested—non-pay- 
ment of rental. 


There are several classes of people in 
whose names we have “out accounts”— 
those who come in at once and pay their 
bill, those who will pay when requested, 
and those who intend to avoid payment 
just as long as possible and hope never 
to have to pay. 

The commercial organization has a rou- 
tine system for presenting the bills after 
service is terminated. This includes, 
where possible, a personal interview and a 
series of four letters requesting payment. 
li these regular methods are barren of 
results, the account is given to a special 
agent to collect by more strenuous meth- 
ods. This we do along the following 
lines, although some circumstances may 
indicate a different and better procedure: 

We write a letter explaining that pre- 
vious requests for payment have been ig- 
nored, or past promises to pay have not 
been kept, and that if payment, or some 
arrangement to pay, is not made in 48 
hours a lawsuit will be brought at once. 
We use a regular form for this letter, but 
each one is written especially to the 
debtor and has no earmarks of a set 
form. The letter reads: 


Mr. John Doe 
Main St. 
Gloversville, N. Y. 
Dear Sir: 


‘There has been placed in my hands 
with instructions to collect by lawsuit 


or otherwise, an account against you’ 
amounting to seven dollars and eighty<« 


five cents ($7.85). 
I am informed that you have either 
ignored the company’s several requests 
for payment of this bill, or have not 
kept your promises. , 
If you now wish to make any adjust- 


By J. E. Wells, 


ment or arrangement for settling this 
bill, I will wait forty-eight hours be- 
fore starting any legal processes in 
order that you may escape the expense 
and we may avoid the unpleasantness 
of a lawsuit. 


Yours truly, 
Glen Telephone Company, 


Special Agent. 


This letter produces results in a large 
percentage of cases, the résults being a 
payment in full or some sort of agreement 
to pay. 

As soon as these 48-hour notice let- 
ters are sent out, we begin getting to- 
gether all information possible regarding 
the account, preparatory to suing. 

In deciding about suing an account, it 
is desirable to know if the debtor is work- 
ing or has property, if there are any 
judgments recorded against him, or any 
garnishee proceedings, and what his gen- 
eral reputation is, and whether his ad- 
dress is the same as shown on the tele- 
phone bill. 

Then, assuming that there has been no 
attention paid t> our letter within the 
designated time, we determine to sue the 
account in a justice’s court. We ask the 
accounting department for the ledger card 
of the debtor and make note of how the 
amount we are asking to be paid is made 
up. Usually in making this notation we 
go back a month to show when the last 
payment was made. These notes are 
necessary for two reasons: 

1. In drawing up the form, a verified 
complaint, it is necessary to have the 
dates from which and to which the debt 
was incurred. 

2. V. hen the debtor appears in court it 
is necessary to be able to convince the 
justice and the debtor as to how the 
amount is made up. 

We now have as much a history of the 
debt and debtor as we can obtain and are 
ready to draw up a verified form of com- 
plaint. This is a legal form setting 
forth the amount when the debt was in- 
curred and the debtor’s name and address. 
This form can be purchased, but, better 
still, a regular special form with the com- 
pany’s name printed especially, or made on 
a mimeograph, is used. When properly 
filled out, it is signed and sworn to he- 
fore a notary by a company officer. 

This form is made out in duplicate; 
both copies are taken to a justice of the 
peace or recorder, and service asked for. 
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All cases in the same locality should be 
brought before the same judge or justice, 
so far as possible, for this results in bet- 
ter and more friendly treatment and pos- 
sibly smaller court costs. 

The justice makes out a form called a 
summons, setting forth the date when 
the debtor is to appear in court. This 
is attached to one copy of the sworn 
complaint and given to a constable who 
serves it on the debtor. 

This is important: As soon as a com- 
plaint is handed to the justice—notify the 
commercial department at once and in- 
struct it to add the court costs to the 
original debt. 


The reason is that frequently debtors 
who have paid no attention to written re- 
quests or threats will rush to pay their 
bill after the constable has served them 
notice to appear in court. Unless the 
commercial department has a notice to 
add costs, the bill will be paid and the 
company will have to pay about $1.80 
court costs which the debtor should have 
paid. The costs vary in different courts. 
In our experience they have varied from 


$1.50 to $1.80. 


When the debtor comes to court in an- 
swer to the summons, he may put up any 
cld sort of story, but at least you have 
the advantage of finding out a reason why 
he has not paid, and this is more than 
you have ever been able tu find out in tic 
past; so a settlement of some sort is the 
result. 

The special agent should be on hand at 
the appointed day and date, armed with 
his copy of the ledger account and other 
information so that in any dispute he 
can prove to the debtor and the justice 
that the company’s claim is a just one. 

There will be any number of instances 
where the debtor will claim to have re- 
ceipts and other records at home with 
which he wishes to dispute the bill, and 
where the debtor will make promises to 
pay each week. In these cases it is all 
right to have the justice hold the case 
open for a reasonable time to determine if 
the debtor will do as agreed. Holding 
open the case does not add to the costs. 


Sometimes the debtor will come to the 
justice before the appointed time and set- 
tle in full. 

Some debtors will not answer the sum- 
mons and appear in court. Then the 
special agent must determine from his 
history of the case whether to stand the 
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loss of the account plus the costs, or 
whether there is a reason for taking a 
judgment, etc. Usually. however, if it 
-has been determined to sue an account, 
unless something has happened to change 
the aspect of the case, there will be no 
reason for not entering a judgment. 

This adds $1.80 or more to the costs, 
and the commercial department must 
again have immediate notice to add this 
amount to its record of the bill. By the 
way, the commercial department in turn 
notifies the accounting department of 
these court cost items and they are thus 
recorded on the ledger cards. 

The special agent now writes a letter to 
the debtor saying that, inasmuch as there 
was no appearance in court, judgment has 
been entered for the amount of the bill 
plus the costs and that if the bill and 
costs are not paid within a_ stipulated 
time, further legal steps will be taken. 

If no answer is forthcoming and the 
special agent’s record that the 
debtor’ is working and earning at least 
$12 weekly, he goes to the justice and in- 
structs him to proceed to garnishee for 
the debt and costs. We have never had 
enough of these to adopt a regular gar- 
nishee form, but have the justice make 
out one for us for which he charges a 
sinall fee. 

When sufficient time has elapsed, the 
constable calls at the office of the firm 
where the debtor works, to collect the 


shows 


money, which is given over to the jus- 
tice. The justice deducts his costs, etc., 


and turns over to the company the amount 
of the regular debt. A garnishee will 
follow a debtor from one job to another, 
but it is up to the special agent to always 
know where the garnishee can be put in 
effect. It is not up to the justice or con- 
stable. The cost of garnishee proceed- 
ings is based on a percentage of the debt. 

One debtor owed our company $1.20 
and, because of his attitude, we pressed 
him most vigorously. The result was that 
we got our $1.20, but it cost the debter 
about $2.90, besides $1.20 bill, or $4.10 
in all. 

Besides getting the money for the com- 
pany, this procedure has the effect of 
more or less broadcasting the fact that 
the company is a strenuous collector. This 
has influence on its debtors and causes 
them to put off the paying of claims, 
which they know will not be pressed in 
sO vigorous a manner, in favor of the 
claim of the telephone company. 

Our experience has been that of 110 
complaints given to justices there have 
been: Thirty-nine paid at once; two 
cancelled by advice of the justice as use- 
less to sue; one counter suit and case 
dropped; seven part paid and still paying 
on account; fifteen judgments entered; 
twenty-seven have not gotten service on 


up to date; and nineteen pending on 


promises of one sort or another. 
Of the 15 judgments entered, there are 
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various reasons why we have not realized 
on them. 

One, a woman, works on gloves at 
home and gets her work at different fac- 
tories, and so far we have not been able 
to spot her close enough to garnishee. 
Then there is one young man who never 
works but has prospects of inheriting 
some property. 

One man sold out the business where 
the telephone was and has not a thing to 
attach. Some of the others are out of 
work. One man works at a hotel with 
some sort of arrangement whereby he 
gets board for his wife and himself, but 
not enough money to garnishee. 

This justice court collection work does 

















Correct Transmitter Adjustment Demon- 
strated by Miss Edith Underdown, Su- 
pervisor, Illinois Bell Telephone 
Co., and Chairman Evanston 
District Traffic Employes’ 
Federation, Suburban 
Division. 
not have to be done by one with a legal 
training but can be done by any one. It 
is advisable to have it done by some one 
not connected with the commercial depart- 
ment, for a new name, etc., when brought 
before a debtor, has more effect and adds 

more impetus to an old debt. 


Correct Adjustment of An Opera- 
tor’s Transmitter. 
By Harry E. Eldridge. 
Division Traffic Superintendent, 
Bell Telephone Co., Chicago. 
In connection with “quiet and efficient 
operating,” which has received so much 
attention throughout the country the past 
few years, the matter of correct 
mitter adjustment has repeatedly been em- 
phasized and to good advantage. 
It is important, for many reasons, that 


Illinois 


trans- 
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the moutpiece of the telephone operator’s 
transmitter be very close to her lips. 

Here are some of the arguments ad- 
vanced by the suburban service committee 
girls—operators and supervisors—of the 
Illinois Bell Telephone Co. as to the rea- 
sons why the _ transmitter 
should be closely adjusted. 

1. The transmission is improved, be- 
cause the voice is directed into the mouth- 
piece if properly adjusted; the operator 
must talk into it—she cannot talk around 
it. , 

2. Proper adjustment makes it possible 
for an operator to secure more acknowl- 
edgments and corrections from subscrib- 
ers calling numbers; it, therefore, reduces 
wrong numbers. 

3. It time, because an operator 
speaking directly into her transmitter not 
only secures more acknowledgments and 
corrections but she also reduces the num- 
ber of times she would otherwise be re- 
quired to repeat the number called. 

4. There is less confusion and noise in 
the operating room as a whole; therefore, 
the work can be done to better advantage. 

5. Correct transmitter adjustment means 
less annoyance to adjacent operators, es- 
pecially long distance recorders, who can 
hear better because of the reduced noise 
and confusion. 

6. It gives the subscribers a better im- 
pression than would be the case if they 
heard a noisy operating room (during the 
time the operator’s key is open). 

7. It leaves a more favorable impres- 
sion on subscribers because a lower tone 
of voice necessarily results; therefore, the 
operator impresses the subscriber as being 
more courteous. It is difficult to be dis- 
courteous by a “sharp” tone when you 
speak in a “low” tone. 

8. It is easier on the voice and throat 
because operators can make themselves un- 
derstood with less effort. Repeating sev- 
eral hundred orders a day makes the prac- 
tice of close transmitter adjustment very 
desirable. 

“Adjust your transmitter properly; and 
save your voice and your neighbor’s ear.” 

The illustration reproduced from a pho- 
tograph used in the suburban traffic de- 
partment of the Illinois Bell company 
shows the correct transmitter adjustment. 


mouthpiece 


Saves 


Telephone Exchange at Plano, Ky., 
Damaged by Fire. 

The Plano Home Telephone Exchange 
at Plano, Ky., was recently badly damaged 
by fire. The exchange was located in a 
four-room cottage occupied by C. H. Gam- 
mon, manager. 

Michigan State Changes Name to 
Michigan Bell Telephone Co. 
The stockholders of the Michigan State 

Telephone Co. have changed the name of 

their company to Michigan Bell Tele- 

phone Co. 
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Chats About Company Doings 


By Stanley R. Edwards. 

The photograph reproduced on _ this 
page was the feature of a full page ad- 
vertisement of the South Atlantic Tele- 
phone & Telegraph Co., of Miami, Fla., 
which appeared in a recent issue of The 
Miami News. The company took this 
unique method of showing the public, and 
the members of the National Association 
of Railway & Public Utility Commission- 
ers which was meeting in Miami at the 
time, what it had been doing during the 
year toward providing additional plant in 
the fast growing section of Florida which 
it serves. 

Up to that time the South Atlantic 
company had added 100,000,000 conductor 
feet of new cable, 21 miles of new under- 
ground ducts and 40 carloads of new 
poles, 2,000 in all. It was then serving 
8,700 subscribers and at least 1,500 tele- 
phones were expected to be installed with- 
in the next two months. All of this infor- 
mation was incorporated in the advertise- 
ment. 

The company expects to continue its 
program of extension in 1924 until all 
reasonable demand for service is met. At 
the present time it is handling 50,000 calls 
per day. 

At the head of the column in a Peoria 
newspaper, in which a report of the first 
day’s session of the recent convention of 
the Illinois Telephone Association ap- 
peared, was an invitation to the public to 
attend the meeting. 

It was printed in bold face type with 
black rules around it to attract attention 
and read: 

“For Better Service. 

“Peorians are invited to attend any of 

the sessions of the convention of the Illi- 


which is better service to the public, will 
offer the layman an insight into the work- 
ings of the telephone system, and will be 
educational as well as interesting. Exhibits 
of the most modern in telephone equip- 











caring for the poor children. Stockings 
containing candy, fruit and presents, 200 
in number, were sewed by the operators in 
the restroom during their leisure time. 
Ten of the operators assisted in the dis- 
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Evidence of Plant Growth of the South Atlantic Telephone & Telegraph Co., of Miami, 


Florida. This Photograph Was Featured 


ment may be seen on the tirst floor of the 
hotel.” 

That's a good idea and attracts local 
attention to the telephone people. 
December 21, the 
LaPorte Telephone Co., LaPorte, Ind., held 
its annual Christmas party for its em- 


Friday evening, 


ployes. 

A unique program consisting of Christ- 
mas poems and music was given followed 
by a visit of Santa Claus. The building 
was decorated throughout in keeping with 
the holiday season, a large Christmas tree 
adorning the operator's rest room. 


Following the exchange of gifts, re- 





Window Display of Home Telephone & Telegraph Co. of Ft. Wayne, Acquainting Public 
With Features of Automatic Service to be Inaugurated in 1925. 


nois Telephone Association in which they 
may be interested. The convention opened 
at the Jefferson hotel, Tuesday, to con- 
tinue three days. 

lhe traffic conference, the purpose ‘of 


freshments were served. The operators 
presented General Manager F. V. Newman 
with a smoking cabinet. 

The operators also assisted the Salva- 
tion Army in carrying out its activities in 
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in a Full Page Newspaper Advertisement. 


tribution of the stockings after the Salva 
tion Army program, which was in charge 
of Miss Marguerite Norris, traffic super- 
intendent, was completed. 

One of the company’s construction crews 
erected the municipal Christmas tree on 
the Court House lawn and assisted in its 
decoration. 

The patrons of the company remembered 
the operators with gifts of candy, fruit, 
handkerchiefs and other useful articles. 
Many letters of thanks for efficient service 
rendered were received. 

The automatic telephone service which 
will be inaugurated in Fort Wayne, Ind., 
early in 1925, is being used by the Home 
Telephone & Telegraph Co. as a_back- 
ground for some very effective publicity 
work in the form of equipment displays 
in the window of the telephone building 
and in the lobby of the First National 
Bank of Fort Wayne. 

The display in the window oi the tele- 
phone building consists of a Strowger 
automatic switch and two automatic desk 
telephones inside the window and an auto- 
matic wall telephone outside. The passer- 
by, his attention attracted by the telephone 
with its (to him) unfamiliar dial, stops 
and reads the invitation to “remove the 
receiver and dial a number.” When he 
does so, the switch steps to the number 
dialed and lights a small lamp placed next 
to the called telephone—number 11 or 99. 

The display in the bank lobby is similar 
except that mounted near the telephone and 
switch is a street map of Fort Wayne, 
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with small numbered switchboard lamps 
scattered at various points. Dialing a eer- 
tain number causes the corresponding lamp 
to light. 

These displays have a two-fold value to 
the Home Telephone & Telegraph Co. 
First, they help to acquaint the telephone- 
using public with the proper use of the 
new telephone and bring out the accuracy 
and quickness of the automatic switching 
mechanism. Second, they form an ex- 
cellent background for promoting the sale 
of the telephone company’s _ securities, 
which are handled by the bank in whose 
lobby one of the displays is installed. 

The exhibits were arranged and installed 


under the direction of E. L. Gaines, traffic © 


superintendent of the Home Telephone & 
Telegraph Co. 


For the past several months the John- 
son County Home Telephone Co., War- 
rensburg, Mo.; has been holding employes’ 
get-together meetings every three weeks. 
In these meetings, which last just one hour, 
at least two of the employes, including the 
operators, present a paper or make a 
speech on a subject that is selected for 
them. 

“These meetings,” says Secretary L. C. 
Henderson, “have been very interesting and 
instructive and we have created a great 
deal of interest among the employes by 
having them. Of course our sole idea is 
to increase the efficiency in all of the dif- 
ferent departments. 

“We held a meeting last night in the 
Estes Hotel, and I am enclosing a 
of the talk made by our treasurer, Miss 
Mable Bitters. She has served this com- 
pany in both the traffic and commercial 
departments continuously for the past 15 
years, 


copy 


“I thought possibly you would be glad 
to have a copy of it, and if you can use it 
to an advantage for the further promotion 
of telephony you are at liberty to do so.” 


We were glad to receive Mr. Hender- 
son’s letter and know our readers will be 
interested in what Miss Bitters has to say 
to her co-workers in the company whose 
slogan is “The Phone That Serves.” Miss 
Bitter’s paper follows: 


I am going to bring out a few points in 
regard to the operator as a public utility 
worker. She is serving the public just as 
much as the employe who stands before it 
—and she should take just as much inter- 
est, try just as hard to please, as though 
she were talking face-to-face, because the 
operator does not know when she puts a 
plug into the jack to answer a call, just 
how important is that call or what the 
effect will be if not taken care of prop- 
erly. 

Operators should be quick and courte- 
ous. The busy public appreciates speed 
Efficient telephone service 


and accuracy. 
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is more and more essential each year, and 
the operator in a large measure is respon- 
sible for the service. 

The telephone company must have the 
equipment and operator there whether a 
call comes or not, because the company is 
a public utility and as such must be ready 
to serve, for it is in the business of serv- 
ing the public. Service is what it has to 
sell, and if it does not give this service, 
then it is receiving money for something 
it has not furnished. 

In order that the best service be given, 
there must be system and cooperation 
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Display of Home Telephone & Telegraph 
Co., of Ft. Wayne, Ind., in First 
National Bank Lobby. 


among the employes in each department, 
so that the company as a whole may stand 
high in the esteem of the public. One de- 
partment is not blamed by the public when 
anything goes wrong; they say the whole 
telephone system is bad. We should trext 
the subscriber better than he sometimes 
deserves; then we have done our duty and 
he feels he has received his money's worth. 

Willingness to codperate with each de- 
partment makes it easier for us to accom- 
plish what we are trying to do. Give the 
public the best you have, and the public 
relationship which been defined as 
“The opinion that the public holds of the 
company’s service, its rates, its methods, 
and its employes” will be of the highest. 

The traffic department, although the un- 
seen factor, is in closest touch with the 
public, and must be courteous at all times. 
The commercial department deals with the 
public face-to-face. It receives orders for 


has 
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telephones, makes adjustments, and re- 
ceives collections. It should make the first 
impression that a new subscriber has of 
a telephone company a good one, and in 
making adjustments of errors, sometimes 
made by other departments, should make 
them in the most courteous manner pos- 
sible. 

When we enter into the business world, 
we should do so with the determination to 
win. We cannot do this by just dream- 
ing, for anything worth while that is ac- 
complished requires hard work—sometimes 
harder for one than for others. Achieve- 
ment does not lie in attempting something 
beyond the range of our talents, and suc- 
cess, after all, is the satisfaction which 
every one of us can get from doing her 
very best. 

There are greater opportunities for the 
operator now than ever before, for each 
year adds thousands of new telephones to 
the service over the country. Business 
transactions are made by telephone and 
long distance calls 
more popular each year. 


social are becoming 

With all this come greater responsibili- 
ties and added duties, and we must bear 
in mind that the success or failure of the 
telephone company rests largely with the 
employes. One of the first steps toward 
success is satisfied, happy employes who 
enjoy their work and who are enthusiastic 
about it. ~ 

If there are things about the work that 
we think could be improved upon, it is our 
duty to help correct the trouble. When 
new ideas are given to us by some one 
who has made telephony a study for years, 
we should be desirous of trying them out, 
for ourselves. As we try out the ideas of 
others, we will soon find our own minds 
developing and ideas will come to us, 
sometimes important ones. We should not 
keep these to ourselves but discuss them 
with our co-workers, because it 
broaden make us 


will 
our minds and better 
fitted to serve the public. 

While it is very essential to be cour- 
teous in our manner to our patrons, we 
should not forget that it is just as impor- 
tant to treat our co-workers in the same 
manner. As someone has said “Let’s have 
more faith in one another. Let’s stand 
up as man-to-man, face-to-face, and over- 
come our difficulties, settle our differences, 
and do it in a human way. Let's follow 
the Golden Rule in our everyday business 
life!” 


A courtesy campaign was recently con- 
ducted at Rainier office, Seattle exchange 
of the Pacific Telephone & Telegraph Co., 
with great success. Cartoons and slogans 
were contributed. 

Some of the slogans were: “Courtesy is 
like sunshine—it warms human nature.” 
“Courtesy is a key which opens many 
doors.” “Courtesy is a human bank -ac- 
count.” 
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furnished in any kind of a case. The 
president of the hospital appealed to the 
president of our company; his letter which 
I quote was as follows: 


The Hospital Association is just com- 
pleting a large addition to the hospital 
which will be ready for occupancy Oc- 
tober 1. 

A contract was signed today for the 
installation of a switchboard, trunk lines 
and a number of branch telephones, with 
your Mr. Blank. Mr. Blank can make no 
promise of installation and wanted five or 
six months, but said he would do the best 
he could and might possibly be able to get 
the installation completed in three months. 
The hospital will be without telephone 
service from October 1 until this installa- 
tion is completed except for the single 
telephone which is now in use in the old 
building. 

It is highly desirable that the switch- 
board and branches be put in as early as 
practicable, and I am writing you to see 
if you could influence an early installation. 
1 am greatly interested in the welfare of 
the hospital; it is doing a splendid work, 
and I believe you will agree with me, 
should have consideration over ordinary 
installations. 

I appreciate that the hospital is at fault 
in not taking this matter up sooner, but 
did not realize that so much time would be 
required for such an installation, and it is, 
therefore, left in an embarrassing predic- 
ament. 

Hoping you will be able to do some- 
thing for them, I am 


Whose fault was this? I think I am 
right in saying the telephone company is 
willing to take the blame on the grounds 
that it should have had a local representa- 
tive who would have assumed that the hos- 
pital would require more extensive tele- 
phone service and not have permitted them 
to overlook such an important detail; but 
does not this illustrate the point that we 
need to get our customers to have a 
keener appreciation of what is involved in 
furnishing service? Here is a case where 
many uninformed persons might have con- 
demned the company for a condition it 
had no part in creating, and for which it 
was in no way directly responsible. 

Incidentally, I might say that we fur- 
nished temporary service in a satisfactory 
manner and completed the installation per- 
manently in a few weeks after the opening, 
handling the case very specially on the 
grounds that it was in the interest of life 
and health. The cost of the installation 
to our company for labor and equipment 
was large. The Hospital Association did 
not suppose an expense of any material 
amount was involved. 

The telephone apparatus probably cost 
our company more than the subscriber paid 
for the heating plant, which he spent a 
year considering, and which required six 
months to install and which was therefore 
duly appreciated. 


(Continued from page 19.) 


The telephone installation with its com- 
plicated engineering, careful installation 
and minute adjustment of delicate relays. 
induction coils, jacks, plugs, three-wire 
insulated cords, transmitters, receivers, 
batteries, ringing generators, ringing keys, 
answering keys, line lamps, pilot lamps and 
many other items, was not even a matter 
the subscriber thought about until two 
weeks before he wanted scores of tele- 
phones connected up and ready for service. 

Is it surprising that a subscriber who 
knows nothing of the large investment 
necessary to furnish him with private 
branch exchange service of this type some- 
times gets the erroneous idea that his pay- 
ment each month to the company for serv- 
ice represents nearly all profit? If he 
knows nothing about the first cost—thinks 
it was perhaps a few hundred dollars in- 
stead of several thousand—is he not likely 
also to have ideas equally as unfounded 
about other things? Unless we tell him, 
what does he know about depreciation, cost 
of furnishing the service, maintenance, up- 
keep, wear and tear, fair return on the 
investment, etc. ? 
the tele- 
phone utility is not engaged in business for 
profit in the ordinary sense. The payments 
of dividends to stockholders and interest 
on bonds ‘to bondholders does not consti- 
tute a profit. These interest payments are 
wages to capital. We must pay the wages 
of labor, and we must pay the wages of 
capital. If we pay the wages of labor and 
fail to pay the wages of capital, we can 
gu on for a time with what we have, but 
we cannot grow, and the industry will 
come to a standstill. 


Unlike most other businesses 


A great deal more has been accomplished 
by the telephone companies of this state 
during the past 10 years in the development 
of telephone service, than during the pre- 


ceding 25 or 30 years. The development 
of the telephone business has always been 
intensive. It is more so now than ever 
before. It must not be allowed to stop. It 
must keep step with the industrial growth 
of the country. 

The next 10 years will require for new 
buildings, switchboards, poles, wires, 
cables, instruments, etc., at least twice the 
amount of new capital expended during 
the last 10 years, and this large sum of 
money can be secured from the people who 
buy bonds, stocks and notes, only after 
they have been convinced that they can 
safely invest in telephone securities. 


Telephone rates must be sufficient to 
pay the wages of competent people to do 
the work, provide the materials for repairs 
and maintenance, replace wornout property, 
pay taxes and other expenses and pay the 
wages of capital—the interest and divi- 


30 


dends on the bonds, stocks and notes issued 
for money to pay for the plant employed 
in the service of the public. 

Not being governed by a public regula- 
tory body, the profits of other businesses 
can fluctuate. With them when the supply 
is limited or the demand great, the price is 
increased by competitive bidding, resulting 
in larger or speculative profits. A specu- 
lative profit is denied to the telephone 
utility. 

The fact that a single telephone com- 
pany occupies a given locality does not 
mean that it can either charge unreason- 
able rates or make unreasonable profits. It 
could not do so even if it desired to, nor 
could it be a monopoly, as that term is 
usually understood, because of the fact 
that it is regulated and its rates super- 
vised. A regulated monopoly and an un 
regulated monopoly are two entirely differ- 
ent things. 

A telephone company can only attempt 
to make its charges for service high 
enough to pay the costs of operation, main- 
tenance, depreciation, taxes and, to pro- 
vide, in addition thereto, a fair return on 
the value of the property used and useful 
in furnishing telephone service. 

The rates charged for service, however, 
must be high enough to provide a fair 
return on the investment; or else investors 
will not put their money into our business. 
The stockholders do not expect more than 
a fair return. They know that they can’t 
get more. 

Bankers, manufacturers, merchants and 
others not in the utility field, make profits 
for their stockholders if possible, and 
properly so—not only a fair return or in- 
terest on the invested money, but some- 
thing in addition thereto. Since an in- 
vestor in the securities of a telephone sys- 
tem can not look forward to speculative 
profits, it is certainly in the interests of the 
service, and through it in the interest of 
the public, that the return shall not 
through inadequate rates be allowed to 
fall below a fair return. 

Those members of the public who have 
made a careful study of the matter are 
sincerely as much concerned for fear rates 
might be kept too low, as others, who have 
not given such study, are fearful the 
utility may be allowed to charge rates that 
are too high. Excepting for moderate re- 
serves as a margin of safety, no telephone 
utility would ever wish to make its charges 
high enough to constitute a profit. Pres- 
ent day regulation precludes any such pos- 
sibility. 

As I see it the telephone subscriber, in 
his own interest—even if he does not own 
a dollar’s worth of telephone securities— 
should be in the frame of mind that would 
cause him to be solicitous as to whether 
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A Good Resolution 
For 1924 

; To provide equipment that will 
| protect the life and property of 
| every subscriber from the dan- 
| ger of high potential crosses 
| and lightning. 


COOK 
SUB-STATION PROTECTORS 


Approved by National Board of Fire Underwriters. 


WILL ACCOMPLISH THIS 
RESULT 


B-7 B-9 


This arrester is designed for use 
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This is our most popular type of ; 
d oe ; outdoors. It is strong, compact, acces- 
sub-station protector. The base is of 


COOL ELECTRIC G2. @ 


, p sible and efficient. It is also weather- 
heavy porcelain, highly glazed, on , : 
year : proot and fireproof. 
which is mounted our patent nickel- 


silver contact springs. The box is of heavy porcelain with 


—GOOK-FLECTRIC-CO. 


dark external coloring and white in- 

Chemically treated carbons, sepa- side. Holes for mounting screws are 
© © . . « 

rated with dielectrics .007 inch thick 

are set in a well in the porcelain and 


provided in porcelain lugs outside of 
the box, and holes for wire connec 











made dust proof by an insulated and tions are placed so that by draw-ng 


insulated wire into them they can be 
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ventilated brass cap. ; x, ; : 
made tight. The cover is made of 
rae , , ; metal lined with cork insole, and 
This protector is equipped with our , 
ss -  weatherproofed. 
A-9, 3 ampere tubular fuse made of 

porcelain composition, 434 inches be- Our special type of fuse clips made 


tween shoulders. of nickel silver are furnished. 
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the rates are sufficient to safeguard the 
service rather than to give his support to 
any action which might be considered in 
the other direction. 

There is perhaps no other business 
where the difference between the rate 
charged for service and the value of the 
service to the purchaser is as great as it 
is in connection with telephone service. 

How can we expect our subscribers to 
know anything about our problems unless 
we tell them what we have to face in our 
effort to give them service? The public 
in general thinks of telephone service as a 
telephone instrument with a wire dangling 
from it, a directory on the table, with an 
operator at the other end of the wire. 

They do not realize the tremendous in- 
vestment in plant and equipment necessary 
to make it possible for one subscriber to 
talk with another; nor do they appreciate 
the cost of maintaining this equipment, nor 
the complications encountered in its opera- 
tion. A visit to one of our central ex- 
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changes, attendance at a demonstration of 
telephone operation at public gatherings, 
and the right kind of general publicity can 
do much to give our subscribers a sympa- 
thetic understanding of what is involved 
in maintaining telephone service. 

We are proud of our business. Anyone 
who studies the history of telephone de- 
velopment and what telephone service has 
meant to mankind cannot but sense the 
romance of this industry and feel the 
thrill. Business is sometimes spoken of as 
being cold-blooded, but is it? I think not. 


Preliminary 1922 Census Report 
Shows Increase in Telephones. 
Telephone messages or talks in 1922 

numbered 24,738,758,739, it was estimated 

by the census bureau, which has announced 
its preliminary report of telephones for 

1922. There was an increase of -2,893,036,- 

404 messages or talks, amounting to 13.2 

per cent over 1917. 
Operations of 


telephone companies 
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showed $684,904,736 in revenue, including 
assessments of mutual companies. That 
was an increase of 75.8 per cent over 1917. 
Value of plants and equipment was placed 
at $2,205,121,610, an increase of 47.8 per 
cent. Employes numbered 312,137, an in- 
crease of 18.8 per cent, and wages and 
salaries paid aggregated $553,263,801, an 
increase of 101.1 per cent. 

There were 57,248 systems or lines, an 
increase of 7.5 per cent; $7,265,528 miles of 
wire, an increase of 29.3 per cent; 14,346,- 
701 telephones, an increase of 22.4 per cent, 
and 19,254 public exchanges, a decrease of 
9.1 per cent. 


Prices in the Metal Markets. 

New York, December 31.—Copper— 
Quiet: electrolytic, spot and nearby, 13@ 
13%c; futures, 13@13%c. Tin—Easier; 
spot and nearby, $46.87; futures, $46.50. 
Iron—Steady; No. 1 Northern, $23.00@ 
$24.00; No. 2 Northern, $22.50723.00; No. 
2 Southern, $21.00@22.00. 


Commissions, Courts and Councils 


Discussions and Rulings of State Bodies Having Supervision Over Telephone 
Companies—Decisions of Courts in Matters of Interest to Public Utilities 
Councils Relative to Franchise, Rates and Service 


and Actions of City 


Rate Increases at Barnum Condi- 

tioned upon 24-Hour Service. 

An increase in rates, conditioned upon 
the establishment of 24-hour service, was 
granted the Northwestern Bell Telephone 
Co., at Barnum, in an order handed down 
December 21 by the Minnesota Railroad & 
Warehouse Commission. The rate 
schedule follows: 


new 


Per month net. 


Individual line business............. $3.00 
Two-party line business............. 2.75 
Individual line residence............. 1.75 


Party line residence (not to exceed 


four stations per circuit).......... 1.50 
Extension stations, business.......... 1.00 
Per annum. 

Rural switching charge.............. 6.00 


The Northwestern Bell company serves 
approximately 62 towns stations and per- 
forms switching service for 249 rural con- 
necting stations at Barnum. The exhibits 
presented for 1922 and eight months of 
1923 showed that the exchange was being 
operated at a loss and that an increase in 
rates was imperative. The old rates were 
$2 per month for business service, $1.25 
for residence, $1 for business extensions 
and $4.20 per year for rural switching. 

A petition was introduced at the hear- 
ing, signed by 54 of the 65 town sub- 
scribers and 229 of the 249 rural connect- 
ing subscribers, requesting that the com- 
pany furnish 24-hour continuous service 
at the Barnum exchange and that if the 
facts, with reference to the earnings of 
the company, were as represented the sub- 
scribers would be willing to pay the rates 
petitioned for. The petitioner agreed to 


furnish 24-hour service if the proposed 
schedule were placed in effect. No one ob- 
jected to the proposed rates at the public 
hearing. 

Upon review of all the facts the com- 
mission found that the existing rates were 
unfair and unreasonable; that the rates 
petitioned for would not yield more than 
sufficient revenue to provide for the neces- 
sary operating expense, depreciation and 
fair return upon a fair value of the prop- 
erty. It, therefore, ordered them made 
effective as of January 1. 


Rate Increases Granted Union 
Telephone Co. of Owosso. 

The Michigan Public Utilities Commis- 
sion has granted to the Union Telephone 
Co. of Owosso, doing business in Gratiot, 
Clinton, Shiawassee and Isabella counties, 
the right to raise rates at its various ex- 
changes, except in Clinton county, where 
a division of territory with the Clinton 
Telephone Co. of St. John is pending. 

The new rates, effective as of January 
1, are as follows: 

Owosso and Corunna—Business, 


one- 
party, $3.50 per month; business, four- 
party, $3; residential, one-party, $2.50; 
residential, four-party, $2. 
Alma—Business, one-party, $3.25 per 


month; business, four-party, $2.75; resi- 
dential, one-party, $2.25; residential, two 
party, $1.75. 

Durand and Mt. Pleasant—Business, 
one-party, $3 per month; business, four- 
party, $2.50; residential, one party, $2.25; 
residential, four-party, $1.75. 


Ithaca and St. Louis—Business, one- 
party, $2.50 per month; residence, one- 
party, $2; residental, four-party, $1.50. 

Breckenridge, Carson City and other 
nearby points—Business, one-party, $2.25 
per month; residential, one-party, $2; resi- 
dential, four-party, $1.50. 

Ashley, Bancroft and other nearby points 
—lLusiness, one-party, $2 per month; resi- 
dential, one-party, $1.50; residential, four- 
party, $1.25. 


Must Make a Showing As to 
Switching Costs. 


Vigorous objections were entered be- 
fore Nebraska Railway Commissioner 
Browne at the hearing at Arapahoe, Neb., 
of the application of the Arapahoe Tele- 
phone Co. for an increase in rates, by 
farmers and others. The company is 
owned by 40 or more residents of the 
town, and serves 375 town subscribers. In 
addition, it switches 150 farm-line 
scribers. 


sub- 


It was organized in 1903, and has never 
bad an increase in rates in all these 20 
years. Before the war, due to prudent 
management and economies of operation it 
made good money, but for the first ten 
months of the present year it failed |) 
$500 to make interest and taxes. 


It asked, therefore, for an increase of 
50 cents a month on business, 35 cents 
on farm and residence service and 25 cents 
on switching. This latter increase meant 


doubling the old charge, which possibly 
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Common Battery Multiple Switchboards 
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A Common Battery Switchboard must be built to meet all requirements of the par- 
ticular exchange for which it is installed. Monarch Common Battery Switchboards do 
just this—because a thorough study is made of operating conditions and all require- 
ments are met. Although highly standardized, these switchboards are very flexible. 

The three-position board illustrated, is of the Associated Multiple Type with an 
ultimate capacity of 1200 lines, having 240 Common Battery and 25 Magneto lines in- 
stalled. Trunk equipment is arranged to operate in connection with an adjoining 
Automatic exchange. It is also equipped with full, Universal type cord circuits, ar- 
ranged to give a Lamp Signal recall, and has through toll cord circuits. 





| Monarch Common Battery Switchboards have numerous features to interest com- 
panies requiring central energy service. Our Engineering department is at your service. 


Monarch Telephone Manufacturing Co. 


GENERAL OFFICES AND FACTORY 


951 W. Van Buren St., Chicago, Ill. 


DISTRIBUTORS 
Tel-Electric Co., Houston, Texas Electrical Supply Co., New Orleans, La. 
Hendrie & Bolthoff Mfg. & Supply Co., Denver, Colo. Coker Electric Supply Co., Los Angeles, Cal. 
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was sufficient 15 or 20 years ago, but is 
below the standard rate in Nebraska, 
Which is 50 cents a month. 

The officers of the company were unable 
to say what this switching cost, and they 
had made no survey of the books to ascer- 
tain the expense, because this is rather 
costly for a small company. They rested 
their claim on the fact that this was a 
standard rate for switching in Nebraska. 
The commissioner held that the company 
would have to make such a_ showing, 
and promised to assist by sending out a 
questionnaire that will bring out the fac- 
tors of cost. 

Commissioner Browne found that a 
great change has taken place in the atti- 
tude of patrons, as shown by this hear- 
ing, towards the telephone companies. 
There was none of that rampant opposi- 
tion, unfair and loud, that characterized a 
number of hearings a year or two ago. 
While the farmers still think that the cor- 
poration ought not to be insisting on prof- 
its when they are not making any, they 
said they were willing to pay whatever 
figures showed was proper. 

The present rate schedule was continued 
in effect until such time as showing on 
switching costs is made and other mat- 
ters of evidence assimilated. 

Makes Reports When Commission 
Takes Refusal to Court. 

Charles Fleener, owner of the Coleridge 
Independent Telephone Co., Coleridge, 
Neb., has been enjoined by the judge of 
the Cedar county district court from fur- 
ther refusing to furnish to the state rail- 
way commission the reports it calls for 
under its general orders and from refus- 
ing to fill out and file the blanks that it 
supplies for use in making such reports. 

The commission had labored long with 
Mr. Fleener, but he persistently refused 
to make the reports because of the labor 
and involved, and a 
court proceedings was necessary. 


expense resort to 
As soon 
as the suit was begun, Mr. Fleener began 
making the reports, and in court he made 
no defense other than by an oral state- 
ment. The company serves 412 subscribers. 

The commissioners say they are loth to 
make trouble for any of the companies, 
but that it is necessary for the efficient 
work of the department that it have this 
data at hand so that it may exercise proper 
control over companies. It has tried in the 
past to show to the companies that their 
own best interests lie in having this data 
available for commission use when mat- 
ters of rates and service come up, as it 
greatly facilitates giving the companies 
what they are entitled to. Only a few 
managers have given trouble. 


No Objection By Subscribers to 
Increase in Rates. 
Not a single patron appeared to object 


to the increase in rates asked by the 
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Hooper Telephone Co. at the hearing held 
in Hooper on December 21 by members of 
the Nebraska State Railway Commission. 

The company has a valuable property 
and has been giving good service at a loss 
during the last two or three years. It paid 
the 7 per cent dividends that it has prided 
itself upon being able to pay so as to give 
the stock a good standing among local in- 
vestors, only by drawing upon its surplus 
but this year, as most of that has gone 
into new construction, the company will 
run $1,200 short of the necessary dividend 
figure, or about half. 

The showing made by the company is 
that it has more than $35,000 invested in 
the service upon which it is entitled to earn. 
It asked that business rates be increased 25 
cents a month, to $2.50 net, and that resi- 
dence rates be increased 10 to 15 cents a 
month, from $1.40 to $1.80 net, the latter 








THE INDEX FOR VOLUME 85 OF 
“TELEPHONY.” 


The index for Volume 85 of “Tele- 
phony,” which was completed with the 
issue of December 29, is now ready for 
distribution among those who keep 
complete files. 

In th's index are listed all the impor- 
tant articles which have appeared be- 
tween July 7 and December 29. It will 
be supplied free of charge to those 
making application. 








figure being for desk sets. It asked that 
farm rates remain at $1.50. 

The company also asked that the de- 
preciation percentage be reduced from 10 
per cent to 9 per cent. It has its 
line work being done at a reduced price, 
and voluntarily sought a reduction in the 


percentage set aside. 


now 


Hearing in re Sale of Properties in 
Seven Ohio Towns. 

Hearing on the joint application of the 
Ohio Bell and Tuscarawas County com- 
panies to purchase and sell telephone prop- 
erties involving seven Tuscarawas county 
towns was begun December 19 before the 
Ohio Public 
lumbus. 

The application provides that the Ohio 
sell company take over the 
Newcomerstown, 


Utilities Commission in Co- 


serving Gnadenhutten, 
Port Washington 


while the 


Tuscarawas, 
Uhrichsville, 


and 
Tuscarawas com- 
pany proposes to purchase the exchanges 
serving Dover and New Philadelphia. 

At present both companies are operating 
exchanges in Uhrichsville and Newcomers- 
town. If the commission grants its ap- 
proval the Ohio Bell company plans to con- 
solidate the exchanges and unify service in 
those two points, it was announced. 

The principal witnesses for the Ohio 
Bell company were Harry S. Hanna of 
Cleveland, rate engineer, and George B. 


exchanges 
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- Williams of Columbus, appraisal engineer. 


Mr. Hanna testified as to the revenues 
and expenses in the exchanges involved, 
while Mr. Williams testified as to the in- 
ventories and valuations. 

A. S. Hillhouse and Ward H. Snook of 
Columbus, telephone engineers, represented 
the Tuscarawas County company. 





Independent Company Takes Over 
Systems at Chatham, N. Y. 
The Chatham Telephone Corp., of 
Chatham, N. Y., an Independent company, 
was organized recently to 
Chatham 


take over the 
Co6dperative Telephone Co. of 
Chatham, the Chatham exchange of the 
New York Telephone Co. and a part of 
the system of the Columbia & Rensselaer 
Telephone & Telegraph Co., all located in 
Columbia county towns. Approval to the 
proposed merger of properties was given 
by the public 
December 21. 

In addition to Chatham, the new com- 
pany will operate exchanges at 
Ghent, Kinderhook and Austerlitz. Exten- 
sive improvements to the svstem are con- 
templated by the new owners. 


service commission § on 


Canaan, 


Court Could Not Take Judicial 
Notice of New Directory. 

The Pennsylvania 

Pleas held, in 

Siter vs. the 


Common 
December, in the case of 
3ell Telephone Co. of Penn- 
sylvania, a suit of a subscriber to compel 
the telephone company to place his name 
in the directory, that it could. not take 
judicial notice of a new directory contain- 
ing the subscriber’s name. 

It was held by the court that where a 
telephone subscriber filed a bill in equity 


Court of 


to compel the company to place his name 
in its directory, and the company demurred 
upon the ground, among others, that he 
had an adequate remedy at law, which the 
plaintiff admitted on the 
motion to have the 


argument, his 
case certified to the 
law side of the court would be granted. 

The court held further that the conten- 
tion of the company in argument that since 
the filing of the bill a new directory has 
been issued by it in which the plaintiff's 
name appeared; that the prayers of the 
bill had thereby been met; that the ques- 
tions raised by the bill and demurrer were 
moot questions, and that therefore the bill 
should be dismissed was untenable, since 
it did not appear from the record that such 
a directory had been issued, and the court 
could not take judicial notice of the issu- 
ance of telephone and_ their 
contents. 


directories 


Summary of Commission Rulings 
and Schedule of Hearings. 
ALABAMA. 

November 24: The commission granted 
permission to the Stantonville Telephone 
Co. to sell its properties located at Red 
Bay to the Southern Bell Telephone & 

Telegraph Co. No. 4445, 
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Binds 
Any Load 
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Mr. Eugene C, Stacy, 
Tiffin, Ohio. . 


Dear Sir: 


| I will state the question of using the Load 
E Binder, as described in your cueuien, was 






taken up at our Accident Prevention Com- 


' Stacy Load Binders eliminate all risk and danger of binding poles, lumber, ay he oe 
etc., as with the old fashioned, dangerous boom poles. You simply pass The Chairman of the Generel neciient P 

(4 chain around the load—attach the two hooks of the Stacy Binder in the links of the chain vention Committee has been trying them 

: —pull down the lever and your load is bound and bound to stay. cuthely cntiotustart nad thas thay ovaha ts 


ry and that th i 
made standard ona i ato 


" uld lac 
Telephone companies find les. eee 


pce have not received any orders direct, 
we will proces receive same from the 
estern El 


trie C 
@ e rial is ordered through them” a 
Yours very truly, 
WIVELLOAG DINGLE'S ome Reve 


Dist. Superintendent of Plant. 

















| big time and labor savers—also a big factor in preventing serious and 
: expensive accidents caused by loads slipping off. 


; Stacy Load Binders are made in two sizes—Regular and 

| Jumbo. Regular size sells for $2.50 each—$5.00 a pair. Jumbo size sells 
: for $3.75 each—$7.50 a pair. For sale by leading hardware dealers and 

hardware jobbers. If your dealer can’t supply, order direct from 


EUGENE C. STACY, Manufacturer 
' TIFFIN, OHIO 
Pt 












































, _ Insurance at 
: | The Policy | Cost 


of Lynton T. Block & Co. is to 
issue the most satisfactory and 
comprehensive insurance to be 
had anywhere— 

Furnishing absolute protection 
at cost. 

Embodying all the standard fea- 
tures and more. 

Covering special classes and se- 
lected risks. 

Selling at established rates. 

















Returning savings at the end of Workmen’s Compensation 
the policy period, depending upon Employer's Liability 
the individual experience of the Public Liability 
risk. 3 


Teams Liability 


. . 1 . . . ; : ’ 
Giving a claims service that is Contractors’ Liability 


not equalled elsewhere. 


t It is an honest policy, carried Elevator 
P out in an honest way and gives a Automobile 
f square deal under all conditions. 


Be. age g Neg Ben Eg: LYNTON 4 BLOCK & CO. 


has built up the reputation of 




















S Lynton T. Block & Co. until it is UNDERWRITERS OF 
one of the best and most favor- SpeciAL Ciass INSURANCE AT Cost 
ably known in the Mississippi 
Valley. UTitities INDEMNITY EXCHANGE 
— Employers INDEMNITY CORPORA11UW 











Chamber of Commerce Building St. Louis, Mo. 
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Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


Menadneck Building CHICAGO 














Appraisals Rate Investigations 
The American Appraisal Co. 
A Quarter Century of Service 


MILWAUKEE NEW YORK CITY 
Financial Reports 





















THE BOWDLE SYSTEM 


Always shows you where you stand. 
We have solved the bookkeeping prob- 
‘em of a large number of companies. 


Write us about our 
monthly audit. 


Bowdle Accounting System 
Cerro Gordo, Illinois 














Estimates and Reports, 
Appfeisal and Supervision 
Onn errenge a moderate amount of financing. 


Télephene Bidg. Kansas City, Me. 

















W. H. CRUMB 


Telephone Engineer 
9 South Clinten St. Chicago 























Charles W. McKay 


Consulting Telephone Engineer 
Valuations——Rate Cases Plant Preblems 
Manager, Valuation Division 
The Roberts-Pettijohn-Wood Corporation 
646 North Michigan Avenue, Chicago, Ill. 























Cedar Poles 


Northern White—Western Red 


Prompt Shipments Large Assortments 
Butt Treatment If red 


CRAWFORD CEDAR CO. 


MENOMINEE, MICHIGAN 
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CALIFORNIA. 


December 26: The commission author- 
ized the Redhill Telephone Co. to collect 
$21 per annum, plus the farmer line rate 
of the Pacific Telephone & Telegraph 
Co. at its Petaluma exchange for farmer 
line service over its line between Petaluma 
and Point Reves Road in Sonoma and 
Marin counties. 

ILLINOIS. 


December 11: Order issued approving 
supplemental agreement dated September 
1, 1923, between the Central Union Tele- 
phone Co., now the Illinois Bell Telephone 
Co., and the Carroll County Independent 
Telephone Co., canceling an intercorporate 
agreement, dated February 1, 1919, relative 
toll line traffic. No. 10268. 

December 11: Order issued approving so 
much of agreement dated October 19, 1923, 
between the American Telephone & Tele- 
graph Co. of Illinois and the Alton South- 
ern Railroad as provides for the construc- 
tion and maintenance of telephone and tele- 
graph wires over the right of way, tracks 
and wires of the railroad company at 
Bunkum road in St. Clair county. E-1834. 

December 11: Order issued authorizing 
Alexis D. Thielens, administrator of the 
estate of Hiram D. Wagner, deceased, to 
sell to the Illinois Bell Telephone Co. cer- 
tain telephone toll line property in the 
counties of Peoria, Fulton and Knox; and 
granting to the’Illinois Bell Telephone Co. 
a certificate of convenience and necessity 
to render telephone service by use of these 
toll lines. No. 13606 

December 11: Order issued approving 
intercorporate agreement and supplemental 
agreement, dated November 1, 1923, be- 
tween the Illinois Bell Telephone Co. and 
the Browning Mutual Telephone Co., gov- 
erning the connection of toll lines and the 
joint handling of toll messages. TA-55. 

December 11: Order issued approving 
supplemental agreement dated October 25, 
1923, between the Illinois Bell Telephone 
Co. and the Commercial Telephone & Tele- 
graph Co., modifying an intercorporate 
traffic agreement and toll line supplement- 
al traffic agreement dated August 1, 1921. 
TA-37. 

December 12: Order issued resuspend- 
ing until June 28 proposed advance in 
rates for telephone service in Wapella, 
DeWitt county, stated in rate schedule No. 
2 of the National Telephone & Electric 
Co. No. 13506. 

December 12: Order issued suspending 
until April 29 proposed advance in rates 
for telephone service in Alexander, Jack- 
sonville, Literberry, Murrayville and 
Woodson, stated in schedule No. 4 of the 
Illinois Telephone Co. No. 13745. 

December 12: Order issued authorizing 
the Illinois Southern Telephone Co. to exe- 
cute and deliver its first mortgage, dated 
December 1, 1923, to Chicago Trust Co. 
of Chicago as trustee, for the purpose of 
securing a maximum issue of $2,000,000 
principal amount of first mortgage gold 
bonds; to issue and sell $500,000 face value 
of its common capital stock; and to issue 
and sell $800,000 aggregate principal 
amount of its first mortgage 6% per cent 
series gold bonds, dated December 1, 1923, 
maturing December 1, 1943. No. 13723. 


December 12: Order issued authorizing 
the Murphysboro Telephone Co. to sell and 
the Illinois Southern Telephone Co. to pur- 
chase all of the former’s property and 
assets of every kind for the sum of $1,- 
125,000; and granting to the Illinois South- 
ern Telephone Co. a certificate of conveni- 
ence and necessity to construct, maintain 
and operate the telephone system and to 














5 Times Faster 


‘*Typewrites’’ Names, Ad- 

at Chicago ge dresses and rates on bills. 
- 500 to 1000 an hour. FREE 

TRIAL. Easy Terms. 


Addressogtaph 


906 W.Van Buren St. Chicago, Il. 




















TELEPHONE ACCOUNTING 
“COFFEY SYSTEM” 
The Independent Standard 

Coffey System and Audit Co., C. P. A. 
607 Peoples Bank Bldg. 
indianapolis, Ind. 
Exclustse Telephone Acceuntente 

















The “STEWART” Test Cabinet 


Tells you if your line fs short, crosses, or 
grounded and how many miles it is un 
you. Sosimple the operator can ae itas 
easily as the men. Reads din ect. 


Sent on triai 


STEWART BROTHERS 
Ottawa, Ill. 




















CONSULTING 
Telephone Engineer 
GARRISON BABCOCK 


800—20 East Jackson Bivd., Chicago, Ill. 
Telephone Wabash 5212 
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Tools that Save 
Time 


Good tools save time. Edges 
stay sharp—the handles are 
smooth and easy to grip— 
ample strength permits harder 
use. Time is costly today. 
You know that. It pays to 
save it. 


Specify Oshkosh for your Pole 
Line Tools. 


LEACH CO. 
152 Tell St. Oshkosh, Wis. 


ConstructionTools 
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Write for Your Copy of 
Engineering Data—Copperweld 


A Loose-Leaf Binder 
containing much 
useful information 
together with Wire 
Tables and Line 


Construction Data. 


Address the Engineering Department 
of the nearest office. 


COPPER CLAD STEEL COMPANY 


30 Church St., New York 403 Rialto Bldg., San Francisco 
129 S. Jefferson St., Chicago Braddock P. O., Rankin, Pa. 
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Mathias 


KLEIN 
PLIERS 


KLEIN 





have been hanging from 
the belt of the man that 
knows for a good many 
years—they were made for 
him! Just the right spring 
and curve to the handles 
—just the right temper to 
the knives—just the kind 
of materials and manu- 
facture that you’ve aright 
to expect when you see 
that sixty-six year old 
trade-mark on a plier! 
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render telephone service in the territory 
now served by the Murphysboro Telephone 
Co. No. 13722. 

December 12: Order issued granting to 
the Commercial Telephone & Telegraph 
Co. authority to sell and to the Illinois 
Southern Telephone Co. to purchase, for 
the sum of $11,500, all of the exchange 
property composing the telephone ex- 
changes of the former located in the cities 
and villages of Ridgway, Equality and 
Shawneetown, and one iron metallic cir- 
cuit from Shawneetown to Ridgway at- 
tached to the Shawneetown-Harrisburg 
lead from Shawneetown to Junction, and 
attached to the Junction-Norris City lead 
from Junction to Ridgway; and granting 
to the purchaser a certificate of conveni- 
ence and necessity to construct, maintain 
and operate the telephone property and 
render telephone service in the territory 
described. No. 13735. 

KANSAS. 

November 1: The commission author- 
ized the United Telephone Co. to place in 
effect at Herington the following schedule 
of rates: Business—Individual line, com- 
mon battery, $3.50; magneto, $2.75; four- 
party line, common battery, $1.75; mag- 
neto, $1.50. Residence—Individual line, 
common battery, $2; magneto, $1.75; four- 
party line, common battery, $1.75; mag- 
neto, $1.50; rural switching service, 75 
cents. The United company had previous- 
ly been authorized by the commission to 
take over the properties of the Herington 
Co-operative Telephone Exchange. Hence 
the new rates affect the combined proper- 


ties at Herington. No. 5359. 
MICHIGAN. 


December 5: The commission ordered 
that the telephone lines belonging to the 
Stockbridge Farmers Telephone Exchange 
Association should be reconnected with 
the switchboard of the Rural Telephone 
Co. at Waterloo and authorized the Rural 
company to charge a minimum of $3 per 
month per line for switching services in- 
stead of $4 as applied for. T-350. 

December 5: On application filed by the 
Union Telephone Co. at Owosso for au- 
thority to increase its rates, tolls and 
charges at all of its telephone exchanges, 
the commission entered an order in which 
the several exchanges of the applicant 
were classified and grouped and increased 
rates authorized for each group. T-223. 

MINNESOTA. 

January 9: Hearing in re application of 
the Canton Telephone Co. for authority to 
increase rates at Canton. M-1314. 

NEBRASKA, 

December 24: In the matter of the ap- 
plication of the Deshler Mutual Telephone 
Co. for permission to increase capital stock 
from $9,300 to $12,500 so as to make avail- 
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able a sufficient amount of stock that pa- 
trons are required to purchase; found to 
be reasonable and necessary, and order 
granting it issued. 

December 24: In the matter of the appli- 
cation of the Hamilton County Farmers’ 
Telephone Association for permission to 
continue in effect the existing scale of 
rates, expiring on December 31; commis- 
sion finds that the financial necessities of 
the company require and the conditions 
justify the continuance of rates; order is- 
sued accordingly. 

December 26: Complaint filed by the 
Meridian Telephone Co. of Randolph, 
against the Northwestern Bell Telephone 
Co., relating to toll collections from farm 
companies. . 

December 26: In the matter of the ap- 
plication of the Ohiowa Telephone Com- 
pany for permission to increase rates; 
hearing set for January 10 at Ohiowa, and 
all parties at interest ordered notified of 
date and place. 

December 26: In the matter of the ap- 
plication of the Madrid Central Telephone 
Co. for validation of residence rate of 
$1.50 a month; it appearing that this rate 
has been in existence for some time and 
that only a few subscribers are affected by 
it; order issued validating it. 

December 26: Complaint filed by Rogers 
Tent & Awning Co., of Fremont, against 
the Northwestern Bell Telephone Co., 
alleging unsatisfactory service. 

December 26: Complaint filed by Oscar 
Isaacson, of Hardy, against the Hardy 
Telephone Co., alleging discontinuance of 
service because of alleged non-payment of 
rental. 

December 27: In the matter of the ap- 
plication of the Hooper Telephone Co. for 
an increase in rates; order issued granting 
in part request and also directing that de- 
preciation and maintenance allowance be 
cut from 10 per cent to 9 per cent. 

December 27: In the matter of the ap- 
plication of the Wanneta Telephone Co. 
for approval of securities issue; there 
being no prosecution, application dismissed 
for lack of information. 

NEw York. 

January 3: Hearing in the case of R. M. 
Cox as mayor of Middletown vs. the 
Orange County Telephone Co., in regard 
to proposed rate increase. No. 66. 

NortH DAKOoTA. 


November 27: Application filed by 
Greenfield Telephone Co. et al. vs. the 
Sheyenne Telephone Exchange Co. for 
adjustment of rates. No. 2003. 

December 11: Application filed by the 
Greaves Telephone Co., of Kenmore, for 
permission to reduce rates and re-zone its 
telephone system. No. 2007. 

December 20: Northwestern Bell Tele- 
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phone Co. given: permission to file a revi- 
sion to local supplemental exchange tariff 
at Jamestown. No. 2005. 

December 20: Application of the Tri- 
County Mutual Telephone Co. of Vol- 
taire, to close its exchange and build into 
Velva for switching, approved. No. 1999. 

December 20: Application of the 
Griggs County Cooperative Telephone 
Association of Cooperstown, to reduce 
telephone rentals from $20 to $16 per year, 
payable in advance, approved. No. 2012. 

December 20: Application of the North- 
western Bell Telephone Co. to close toll 
station at Auburn, approved. No. 1988. 


OnI0. 

December 17: The commission author- 
ized the Ashtabula Telephone Service Co. 
to sell and convey all of its property and 
assets to the Ashtabula Telephone Co. for 
the consideration of $572,000, payable in 
common capital stock and authorized the 
Ashtabula Telephone Co. to acquire these 
properties for the consideration specified. 
The commission also authorized the latter 
to issue $750,000 of its common capital 
stock, $572,000 thereof to be delivered to 
the Ashtabula Telephone Service Co. in 
full payment for its properties and assets, 
the balance of the stock issue to be applied 
toward the payment of the cost of addi- 
tions, extensions and improvements to the 
company’s facilities. Nos. 2969 and 2970. 

December 19: Hearing begun on joint 
application of the Ohio Bell and Tuscara- 
was County telephone companies for per- 
mission to sell and purchase telephone 
properties in seven Ohio towns. 

December 19: The commission author- 
ized the Logan Home Telephone Co., of 
Logan, Ohio, to issue capital stock in the 
amount of $28,000, the proceeds to be 
applied toward reimbursing its treasury 
on account of expenditures made there- 
from for capital purposes. No. 2876. 

January 7: Postponed hearing in re 
proposed rates for unified service at Can- 
ton filed by the Ohio Bell Telephone Co. 


WYOoMING. 

December 5: The commission denied 
the petition of C. E. Starr, of Casper, for 
a rehearing of the case involving rates of 
the Mountain States Telephone & Tele- 
graph Co. in the Casper exchange area. 
On October 18, 1923, the commission had 
issued an order granting an increase in 
rates in the Casper exchange area. Re- 
garding the petition for rehearing, the 
commission stated that no evidence had 
been introduced adverse to that upon 
which the order in question was _ based, 
and no showing had been made that evi- 
dence could be introduced which would 
contradict the evidence introduced at the 
original hearing, or that would adversely 
effect the order therein entered. No. 325. 
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